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June’s Prospects 
That Sloan Dinner 
Nash Added Starter 

Recalling Glidden Decision 
In Defense of Ford 
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Chris Sinsabaugh 








HIS SAME MONTH, June, 
last year, was the production 
peak of 1933 with 260,710 units 
turned out, but as the column 


T 


reads the tea leaves the 1934 
leader will be April with its count 
of 378,983. The books have closed 
on May and while the official fig- 
ures have not as yet been com- 
piled, it looks as if there will be 
only a slight gap between April 
and May, in favor of the former. 

As for June it looks as if pro- 
duction will not be up to the May 
level, but certain it is that it is 
going to exceed the peak of 1933. 
I venture the prediction that it 
will be in the neighborhood of 
300,000, mebbe a little over, mebbe 
under, but certainly better than 
the 260,710 of last June. 


* * * 


PEEKING through the key- 
hole of the projection room, I dis- 
cover that while there are sev- 
eral of the companies cutting 
down dealers’ floor stocks, which 
necessarily means reduction of 
production, there are others that 
are expecting to turn out more 
cars in June than they did in 
May, one of the paradoxes of the 
year. 

In one or two instances these 
increases can be accounted for by 
the fact that the companies in 
question have been slow in get- 
ting under way for 1934 and are 
just now striking their stride. 

But even if June does slip a 
bit in the way of production, that 
doesn’t mean the industry is go- 
ing to the dogs—it’s just the sea- 
sonal decline that you might look 
for in a normal year. 

* * * 


THERE STILL lingers in the 
memory of the conductor that 
glamorous banquet given by Al- 
fred P. Sloan jr., as General Mo- 
tors’ curtain raiser to the Cen- 
tury of Progress Exposition in 
Chicago last Friday night. It 
differed from the ordinary auto- 
mobile dinner in that while it was 
a brass hat affair from start to 
finish, outside of the scenery con- 
tributed by the newspaper men, 
the brass hr.ted gentry was not 
confined to the motor car indus- 
try alone—the guests were the 
big men in their line in other 
businesses than ours. 


Those listed to speak delivered 
the goods according to specifica- 
tions and in accord with the ban- 
quet plan, but to my mind the 
drama of the dinner came when 
Toastmaster Kettering called on 
Charles W. Nash, making him an 
added starter, so to speak. 

It was a graceful compliment 
to a competitor, this recognition 
of the veteran Nash, but I doubt 
if many in the banquet hall re- 
called that this Nash was the 
first president of General Motors 
—the past and the present hooked 
up by the Kettering call. 

* x * 


RIGHT WELL did Charles W. 
Nash deliver the goods in this 


(Continued on Page 11) 





Kill Labor Bill is Plea 





Production|Dealers and Car Makers 
Shout Protests Against 
Proposed Show Changes 


For May is 
335,000 Cars 


Month Falls Below April 
Total by 43,983 Units; 
June Looks Good 


By LOU FOLEY 

Detroit, June 1.— Production 
for May in automobile plants will 
reach in the neighborhood of 335,- 
000 units it was estimated today 
after a careful check by Automo- 
tive Daily News with plant offi- 
cials. 

This is 43,983 units under the 
figure for April of the present 
year which was 378,983 cars and 
trucks. 

At the same time it is far above 
the total production for May, 
1933, when 227,743 units were 
turned out by all makers and also 
surpasses the total for June, the 
peak production month of iast 
year, when 260,710 units were 
produced. 

The 1934 May production also 
surpasses the figures for the same 
month in 1932 and in 1931. May, 
1932, saw a total of 192,516 units 
produced while in May, 1931, the 
total reached 329,901 cars and 
trucks. 

Last year June production sur- 
passed that of May for the first 
time recorded by the NACC Facts 
and Figures bulletin which goes 
back to 1926. 

While factory officials are loath 
to make predictions for the pres- 
ent month’s production, there is 
more than a little reason to be- 
lieve that June will show more 
than the usual change from May 
when the final figures are in. 

Several large manufacturers, 
who lightened their schedules in 
May, have indicated their inten- 
tion of stepping the figure up dur- 
ing the present month. Added 
to these are a number of middle 


(Continued on Page 9) 











New York, June 1.—The fate of 
the New York national show re- 
mains uncertain as the result of 
opposition to the proposal of the 
National Automobile Chamber of 
Commerce to substitute in its 
place a series of 100 dealer shows 
to be held simultaneously in as 
many cities throughout the coun- 
try. 

Chief opposition to the new 
plan comes from the _ dealers 
themselves, 
in many cases also taking the 
stand that valuable _ publicity 
which is attached to the 
York inauguration of the 
automobile year would be lost if 
the New York show is discon- 
tinued. 

Dealers hold that the success 
of the spring showing proposed 


by the NACC would depend large- | 


ly upon the ability of manufac- 
turers to get new models out 
in sufficient quantities to insure 
a full line of models for exhibi- 





with manufacturers | 


New | 
new | 


tion purposes at all points during 
the automobile week, which, un- 
der the proposed plan, would be 
held in the latter part of Febru- 
ary or early March. They point 
out also that the special chassis 
and other moving displays which 
have been the backbone of the 
last few national shows and which 
have been used dealer shows 
which followed the national 
shows, would be lost under the 
new plan. To attempt to turn 
out special displays of this kind 
in quantities sufficient to meet 
the needs of each of the 100 shows 
would be out of the question. 
From the manufacturers’ stand- 
point it is pointed out that the 
| Single opening week of the year 


at New York has, in the past, 
| tended to center the interest of 
the nation upon automobiles. 


Events at the New York show 
have in the past been given na- 
tion-wide recognition in the press 


(Continued on Page 10) 





April Car Registrations 
Reach 222,900 Units 


Detroit, June 1.—A total of 
222,900 passenger cars were sold 
in the United States in April, ac- 
cording to a complete report 
made public today by R. L. Polk 
& Co., in its weekly summary of 
automobile registrations. This to- 
tal represents an increase of 
2,900 units over the estimate of 
220,000 for the entire month in 
the United States. 

Based on reports received from 
every state in the Union, a total 
of 552,316 passenger cars sold in 
the first four months of 1934 is 
reported. This figure compares 


with 348,037, the number of regis- 
trations recorded in the same 
period of 1933, and with 329,416, 
the registration figure for the 
first three months of 1934. 

The total of 222,900 passenger 
ears sold in April is an increase 
|}of 28.63 per cent over March, 
| 1934, and an increase of 85.79 per 
cent over April, 1933, when 119,- 
| ora motor cars were sold. These 
| figures are based on reports from 
| the entire country. 

Truck registrations for April, 
1934, also were greater than first 

(Continued on Page 8) 








Dealers and Factories Move 


To Share 





NSPA Survey 
Shows Gain in 
Service Profits 





Detroit, June 1.—Final returns 
in a survey of first quarter busi- | 
ness done by manufacturer | 
members of National Standard | 
Parts Assn. show large increases | 
in sales of automotive service 
parts, shop tools, and equipment. 

Compared with the first quar- 
ter of last year parts makers 
average an increase of 37 per 
cent; tools are up 46 per cent and 
shop equipment 76 per cent. Not 
one manufacturer reported a de- 
crease in volume. 

In response to the question, 

(Continued on Page 18) 
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By WILLIAM CALLAHAN 


Detroit, June 1.—An outstand- 
ing development in the automo- 
tive field this year is the 


dealers and factories alike in the 
problem of service. 
tistics on this market are incom- 
plete it is estimated that the 
nation’s service bill for 1934 will 
run in the neighborhood of $500,- 
000,000, which includes washing, 
greasing and repairs. 

Of this amount it is estimated 
that the new car dealer will get 
less than 20 per cent, with the 
remainder going to the inde- 
pendent garage, super-service sta- 
tion and chain operator. 

Factories have long recognized 
the need for the dealer to get a 


larger cut of the service melon ; 


and this year aggressive plans 
(Continued on Page 18) 


in- | 
creased interest on the part of | 


While sta- | 


rvice Melon 


nntacendinimmmmacaeiiens : 


‘Fisher Moves 
From Cadillac 
To GM Staff 


Detroit, June 1.—Appointment of 
|N. Dreystadt as acting general 
| manager of the Cadillac division 
of General Motors Corp., effective 
June 1, was announced today by 
W. S. Knudsen, executive vice- 
president of General Motors. 

Effective on the same date, 
Knudsen also announces the 
transfer of L. P. Fisher, vice- 
president of General Motors 
Corp., to the operating staff of 
“he corporation with offices in the 
General Motors building, Detroit. 
Fisher has been general manager 
of the Cadillac division. 








Industry Is 
Steadfast in 
Wagner Fight 


See Plot of Labor Leaders 
To Force Passage by 
Series of Strikes 





By WILLIAM ULLMAN 

Washington, June 1.—Convinced 
that labor leaders, determined to 
dominate the industrial life of 
the nation, are plotting to force 
its enactment through a series of 
violent strike outbreaks and 
threats, industry will have none 
of the revised Wagner Labor Bill 
if it can be prevented. 

The measure, reported favor- 
ably in its modified form by the 
Senate labor committee and now 
awaiting a place on the Senate 
calendar, already has met opposi- 
tion on the part of industry just 
as unqualified as that voiced dur- 
ing the spectacular hearings here 
several weeks ago. 

Although outwardly different, 
and superficially modified to fit 
the pattern of industry’s original 
objections to it, the bill still 
stands as a grant to labor of in- 
dustrial dictatorship. That is the 
estimate of leaders in the nation’s 
trade life and they are prepared 
to resist it to the utmost. 


Charge Labor Plot 

Management is only slightly 
less aroused by the method used 
to advance the revised bill to the 
administration’s “must” list than 
it is by the terms of the measure. 
It is open and unqualified in its 
accusations that labor leaders de- 
liberately have inflamed their fol- 
lowers into a series of disorders 
for the purpose of forcing favor- 
able action on the Wagner meas- 
ure at this session. Such charges 
have been formally uttered by une 
United States Chamber of Com- 
merce and the National Associa- 
tion of Manufacturers. 

These and other organizations 
see an economic disaster ahead 
in enactment of the bill. It will 
result, they say, in an effort on 
the part of labor to take com- 
plete and unconsidered charge of 
industry’s employment policies 
which, when resisted, as it in- 
evitably must be, will lead to the 
most titanic industrial struggle 
the nation ever has known. In 
such a conflict, not only both 
parties to it, but the innocent 
public must lose heavily. Despite 
the declarations of its sponsors 
that the modified bill recognizes 
equally the rights of labor and 
management, the original object- 
ors refuse to be misled. 


Union Power Unlimited 

It is said of the revised bill, for 
instance, that instead of outlaw- 
ing the company union, the meas- 
ure gives it equal standing with 
the outside union. Employers, 
however, cite the fact that pro- 
visions of the bill specifically pro- 
hibit coercion on the part of man- 
agement in behalf of company 
unions and limit the amount of 
financial assistance in their or- 
ganization. Leaders of outside 
unions, on the other hand, are 
given unlimited right to bring 


(Continued on Page 2) 
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Industries Join in Fight Against Wagner Bill 


AUTOMOTIVE DAILY NEWS, SATURDAY, JUNE 2, 1934 


Charge Labor Agitation 


In Recent Strike Trouble 


(Continued from Page 1) 


pressure to bear upon individuals , 
in behalf of membership and to| 
spend unlimited amounts in the| 
promotion of their organizations. | 

Of this clause, the U. S. Cham- | 
ber of Commerce says: 

“The bill is constructed on the 
principle that only employers | 
should be restrained, and the 
effort is to strip them of any op- 
portunity to defend themselves 
against organized coercion and | 
attack.” 

And the National Association 
of Manufacturers declares: 

“Tt makes no attempt to curb | 
coercion by labor against other | 
employes, which is the underly- 
ing cause of recent industrial 
strife. It will multiply complaint 
and conflict. It is not calculated 
to make for industrial peace but | 
to incite disagreement.” 

Nor can industry see anything | 
but deception in the provision of 
the revised bill which limits the | 
judicial functioning of the labor | 
board which would be created to} 
settle disputes in which both par- | 
ties ask its assistance. If the 
bill truly is aimed at the settle- 
ment of labor disputes on a fair 
and just basis, instead of for the 
promotion of outside union organ- 
izations, this clause would render | 
it no more effective than existing | 
agencies, it is argued. 

The intensity and immediacy 
with which industry has coun-| 
tered the effort to steam-roller | 
the bill through Congress is) 
counted upon to have a signifi- 
cant effect upon enactment. } 

Unfavored by Solons 

Neither branch of Congress is | 
inclined to look upon the neces- | 
sity of acting upon it with favor. 
Members of both the senate and | 
house are resentful of the fact} 
that their well-laid, and seeming- 
ly successful, plan to shelve the 
bill at this session has been up- 
set. With elections coming in 
November, they preferred to 
pigeon-hole any issue containing 
the potential dynamite of the 
Wagner bill. With the consent, if 
not the direction and counsel of | 
their respective party leaders, | 
they had thus disposed of the| 
measure until the recent out-| 
break of industrial violence} 
spurred President Roosevelt to 


| gives 


insist enactment at _ this 
session. 

Despite this turn of events, they 
are still hopeful that a showdown 
vote will prove impossible before 
adjournment. Another attitude 
might have been expected; con- 
gressional leaders say, had the re- 
vised bill proved less controversial 
than the first. Industry’s imme- 
diate and emphatic outburst 
against it has demonstrated that 
such is not the case. 

Amendments Offered 

Two amendments to the bill as 
offered by the committee last Fri- 
day, presented today by Senator 
Wagner, are regarded as certain 
to intensify the fight against the 
bill. One of these would make 
the proposed Industrial Adjust- 
ment Board independent of the 
Department of Labor by giving 
it the right to hear complaints 
of unfair labor practices on its 
own initiative. The other would 
increase the powers of the Board 
to their original proportions by 
giving to it again some of the 
functions transferred in the 
committee’s bill—to the labor de- 
partment. 

A protracted fight on these 
amendments and others which 
are certain to be offered in both 
the house and senate may fore- 
stall action on the bill at this 
session. 


As to whether the Wagner bill 
equal recognition to all 
types of unions, even its sponsors 
are in disagreement. Most mem- 
bers of the committee profess to 


upon 


| believe it does but Senator Wag- 
ner, 


author of the original, is 
no less bitter against the com- 
pany union and no less deter- 
mined to have it outlawed regard- 
less of how others in Congress 
may feel. 

His uncompromising position on 
the subject is revealed in the fol- 
lowing public statement here to- 
day: 

“The move to abolish the com- 
pany-dominated union has cre- 
ated the impression the bill is de- 
signed to favor some special kind 
of labor organization. Such is 
not the case. The company- 
dominated union not only merits 
the boycott of employes, but it 
deserves the scorn of fair-minded 





employers as well. The employer 
who uses the company union is 
just as much a burden on the 
vast majority of employers as is 
the employer who conducts a 
sweatshop or cuts wages to the 
starvation level.” 

That attitude puts the bill’s 
author on the other side of the 
fence when compared with the 
recognition accorded the com- 
pany union in the President’s 
threatened automobile strike set- 
tlement basis. 


Price Reduction 
By Chevrolet 
Is Announced 


Detroit, June 1.—Price reduc- 
tions, effective June 2, on all 
Chevrolet passenger cars and 
trucks were announced today by 
W. E. Holler, general sales man- 
ager of the Chevrolet Motor Co. 
Chevrolet now offers its lowest 
priced six at $465 and the sweep- 
ing reduction is as much as $50 
on some models. The effective 
price reductions on all models 
was made at this time in an 
effort to maintain, during the 
balance of the year, the employ- 
ment figures so necessary to the 
general program of recovery. 

Reduction on the knee-action 
Master models were as high as 
$35 on the popular types. The 
sedan was reduced to $635—coach 
to $545—the coupe to $525, and 
the town sedan was reduced to 
$585. Prices on the newly an- 
nounced Standard models placed 
the roadster at $465, the coupe at 
$485 and the coach and phaeton 
at $495. Reductions on truck 
models ran as high as $50. 


Spring Buying 
Is Pushed at 
61 GM Exhibits 


Detroit, June 1.—Shiny new 
Cadillacs, with bodies by either 
Fisher or Fleetwood; sleek La- 
Salles, with Fleetwood bodies; 
Buick straight eights and the new 
series “40”; Oldsmobile straight 
eights and six-cylinder models; 
Pontiac eights and Chevrolet 
sixes, all will be revealed to the 
nation’s motor-conscious public 
with the simultaneous opening of 
General Motor’s 61 separate show- 
ings throughout the country to- 
morrow, continuing thru June 9. 





Peace at a Price 
——An Editorial 


op the guise of giving the government greater 
control in smoothing out the turbulent labor waters, 
the Wagner Labor Board Bill has been revived. Con- 
trary to earlier reports, the bill in its so-called amended 
form retains practically all of the objectionable features 
of the original measure. It assures the American Fed- 
eration of Labor absolute immunity and places full onus 
for unfair labor practices upon the employer. Under its 
terms the employer can appear before the labor board, 
which it would create only as a defendant. It recognizes 
coercion, as such, only when the alleged coercion can be 
charged against the employer. 

This is in complete discord with the declaration of 
President Roosevelt in the settlement of the automobile 
labor troubles earlier in the year when he said that the 
government’s duty is to “secure absolute and unin- 
fluenced freedom of choice (for the worker) without 
coercion, restraint, or intimidation from any source.” 
The Wagner bill in its present amended form still pro- 
hibits the employer from using any form of interference 
or coercion of employes in self-organization or selection 
of representatives. It DOES NOT prohibit interference or 
coercion on the part of labor organizations because un- 
der its terms the employer has no right to complain 
against interference with his men by labor organizers 
and the labor organizers, not being employers, cannot 
be complained against even by the men being coerced. 

With the principle that workman should have a right to 
be represented with their employers by men of their own 
choosing, there is no quarrel. But we cannot understand 
the type of fixation under which the framers of this bill 
are apparently laboring which causes them to refuse to 
perceive or to admit that some labor organizers are now, 
and have been often in the past, guilty of greater co- 
ercion against workers than employers have been. Un- 
der the terms of the automobile settlement it was under- 
stood also that minorities were to have prorata represen- 
tation in any labor dispute. Under the terms of the 
Wagner bill the choice of a simple majority must become 
the choice of all. 

This Wagner bill will in all probability come up for 
hearing again next week. We must not overlook the fact 
that it is permanent and not temporary legislation. We 
must not overlook that fact that to many minds the 
Wagner bill is a back door leading to the millenium. We 
must not overlook the fact that the term employer as 
used in the Wagner bill means every person or corpor- 
ation employing two or more persons. It means the com- 
plete abrogation of property rights and the usurpation 
of the properly acquired powers of management by a 
group of labor leaders, whose greatest contribution to 
American progress has been the upbuilding of labor or- 
ganizations upon which some of them have waxed fat. 


Industrial Progress Dinner Held In Chicago 


“Marvels of the future and what the second great century of progress holds in store for mankind” was the subject of scientists and industrialists speaking at the banquet 
given by A. P. Sloan jr. in Chicago, May 25. Men of achievement in the fields of industry and finance were among the 500 guests of the General Motors president. 








Heavy Sessions Planned 


By SAE At 





Saranac Meet 


By HERBERT CHASE 


New York, June 1.—No 
which 16 will be devoted t 


fewer than 18 sessions, of 
o engineering subjects, are 


planned for the summer SAE meeting to be held at Sara- 


nac Inn, New York, June 17 


to 22, inclusive. According 


to the program recently announced here, the meeting will 
start Sunday evening, June 17, and, except for the after- | 
noons of Monday and Tuesday, which will be given over 
to recreation, will embrace morning, afternoon “and even- 


ing sessions right through until¢ 
mid-day Friday. 
A pre-view of the program | 


makes it appear that one of the | 
high spots of the technical ses- 
sions will occur Tuesday even- 
ing with Walter T. Fishleigh in 
the umpire’s chair, George L. Mc- 
Cain at bat and Lowell H. Brown 
and Herbert Chase in the hole. 
This is termed a “Streamlining 
Session.” Walt will do the steer- 
ing, George will talk on “Dynam- 
ics of Automobile Design,” pre- 
sumably with the Airflow Chrys- 
lers occupying the center of the 
stage, and Lowell and Herb dis- 
cuss up-to-date facts and devel- 
opments in streamlining, both 
here and abroad, serving as tar- 
gets for all those who haven't 
learned to swim in the slipstream 
and avoid the eddies of the back- 
wash. 

Thursday evening will see an- 
other highlight in the person of 
Lowell Thomas, ambassador of 
the Sun Oil Co., with Sun’s De- 
troit potentate and _ ex-British 
automotive prime minister, A. 
Ludlow Clayden, occupying the 
throne. Lowell is keeping his 
subject up his sleeve, but is ex- 
pected to produce at least a 
couple of live and well-lubricated 
mercury-made rabbits after he 
finishes broadcasting at 6:45. 
When he ceases gushing, decks 
will be cleared for the grand ball. 


Roos in Box 


President Barney Roos, famous 
South Bender and Studebaker en- 
gineer, will take the box for the 
opening business session Sunday 
evening at 8:15, but is expected to 
last only one inning, as Alex 
Taube is slated to succeed him in 
a general session set for 8:30, 
when H. T. Strong comes to bat 
with “Revelations in the Realm 
of Color” as his theme. 

Members will be routed to or 
by a sound session, at 10 a.m. 
Monday, with Walt Keys an- 
nouncing and Dr. E. J. Abbott, 





University of Michigan, micro- 
phoning about “The Place of 
Sound Measurements in Auto- 


mobile Noise.” Chief of Police 
F. K. Glynn will herd any re- 
maining non-golfers into an ac- 
cident prevention session to hear 
J. M. Orr tell about “Accident 
Control in Fleet Operation.” At 
2 p.m. the fleet takes to the lake 
for a water carnival intended 
largely to retrieve golf balls that 
have gone to sea and for the 
benefit of bathing beauties. 

All survivors will row into the 
truck session at 8:30 Monday 
evening, A. G. Herreshoff acting 
as coxswain and Austin M. Wolf 
pulling a mean stroke called 
“Lightness in Motor Trucks.” 
Austin always does a good job, 
too. 





Rest in Stands 


Some members will rest in the 
grand stands for two sessions at 
10 Tuesday morning, devoted re- 
spectively (or dedicated respect- 
fully) to motor vehicle design and 
railcars. L. V. Newton will steer 
the first session, yielding the 
wheel first to F. L. Faulkner to 
talk on “Vehicle Design from a 
Maintenance and Operating 
Standpoint” (while most of the 
designers are playing the 18-hole 
course) and next to E. L. Tirrell, 
whose subject is “Weight Distri- 
bution on Front and Rear Axles 
of Motor Trucks.” 

L. R. Buckendale is designated 
conductor of the railcar session 
with Charley Gurnsey (Brill) as 
motorman talking on “Trends in 
the Design and Application of 
Motor Trains.” 

A field day in the afternoon will 
ease the strain on morning golf- 








ers and on those who need the 
air after a morning of hard ses- 
sioning, or who must prepare for 


buffeting at the evening stream- 
line session, already mentioned. 

Wednesday dawns with a hard 
day in view and no rest except 
for meals to those seeking laur- 
els for 100 per cent session at- 
tendance, if any. At 10 a.m. an-| 


other two-ring circus starts, with 
F. M. Young cracking the whip 
in the Diesel design session and 
J. W. Votypka as ringmaster in 
the body design session. Walter 
D. Teague, New York artist, will 
outline the “Basic Principles of 
Body Design” in the latter ses- 
sion, while the former will have 
four performers: K. E. DeRosay 
on “Diesel Fuels”; J. C. Slonneger 
on “Effective Combustion as De- 
termined from the Indicator Dia- 
gram”; Hans Fischer on “Typical 
Indicator Diagram Analysis with 
Respect to Effective Combus- 
tion”; and Tungbjoern Dillstrom 
on “Spark-Ignition Injection En- 
gines of High Output.” 


Lubricants Session 


A. L. Clayden will play filling- 
station manager at the passenger 
car fuels and lubricants session 
Wednesday afternoon. W. H. 
Graves (Packard), H. C. Mougey 
(General Motors), and E. W. Up- 
ham (Chrysler), will act as the 
distinguished oil salesman with 
winter oils in automobile engines 
as the unseasonable topic. O. C. 
Bridgeman (Bureau of Stand- 
ards) will run the gasoline pump, 
talking the while on fuel char- 
acteristics and vapor lock. 

Ferd Jehle (White), takes over 
Clayden’s job in the Wednesday | 


evening session devoted to bear- | 


ings and lubrication. His crew 
will consist of S. W. Sparrow 
(Studebaker), treating “Recent | 
Developments in Main and Con- | 
necting Rod Bearings”; C. M. 
Larson (Sinclair), dealing with | 
“Lubrication of Engines with | 
Different Bearing Metals”; and 
W.S. James (Studebaker) giving | 
a report and demonstration of | 
“Extreme Pressure Lubricants.” 
Thursday morning will find 
K. M. Wise at the throttle for the 
engine session, ready to apply the 
choke if L. P. Kalb (Continental) 
talks too long on “Engine Types 
Adapted to Automobile Design | 
Trends,” and to let Louis Schwit- 





the gas while explaining “The 
Possibilities of Forced Induction | 
in Automotive Vehicles” (prob- | 
ably meaning ordinary cars). 


Aircraft Talks 


Ex-President E. P. Warner is 
slated as stem-winder for the 
propeller symposium. The slip 
stream will be kept in motion by 
F. W. Caldwell, G. T. Lampton, 
T. P. Wright and Thomas Barish, 
all of whom will discuss various 
phases of controllable-pitch pro- 
pellers. 


Robert Insley is nominated to 
direct the firing in the design and 
combustion session. C. F. Mar- 
vin (Bureau of Standards) is 
scheduled to keep things warm 
with a report entitled “Observa- | 
tions of Flame in an Engine” and 
E. S. Taylor (M. I. T.), will carry 
on with “Design Limitations of | 
Aircraft Engines.” 

Other items designed especially 
for hign-flyers are to get atten- 
tion at two simultaneous sessions 
which conclude the meeting on 
Friday morning. H. K. Cum- 
mings will referee one bout in 
which Arthur Nutt, Wright! 
heavyweight, will shadow - box 
with the subject “Correlation of 


| parking facilities 
. ; | vided. 
zer (Schwitzer-Cummins) step on; 





Knock Ratings of Aviation Gaso- 





21.268 Cars to 
Date This Y 


Flint, June i. _Buic k Motor Co. 


to date this year has enjoyed a | 
substantial gain in business over | 


the corresponding period of last 


year and with the recent intro- 
duction of a new lower priced 
3uick, stands to increase this 
gain during the remaining 1934 
months, according to W. F. Huf- 
| stader, vice-president and general 
sales manager. He announced 


that a total of 21,268 new Buick 
cars have been delivered to retail 
customers from Jan. 1 through 
May 20, 1934, as compared with 
17,891 new car deliveries in the 
corresponding period of last year. 


This is a gain of 18.8 per cent. 
“The sales figures as of May | 
20 do not reflect increases in de- 


liveries as a result of the intro- 
duction of the new lower priced 
Series 40 Buick,” Hufstader said. 
“The full effect of this will begin 
to show in registrations for the 
last 10 days of May and during 
June. 

“We are currently producing 
cars at a rate in excess of 500 
cars a day and have orders on 
hand sufficient to continue this 
rate throughout June and July. 
The June schedule calls for a 
production of 11,438 cars, the 
highest month’s production since 
April, 1931.” 


Canadian Sales Gain 


110 Per Cent in Value 


Montreal, June 1.—An increase 
of 98.8 per cent in numbers and 
110 per cent in values shown in 
sales at retail of new passenger 
cars, trucks and buses in April, 
as compared with the correspond- 
ing month last year, says a re- 
port issued today by Dominion 
Bureau of Statistics. The total 
number of vehicles sold was 12,- 
083 at $12,606,297, as compared 
with 6,078 at $6,003,920 in April, 
1933. 

New passenger cars sold num- 
bered 10,630 at a retail value of 
$11,099,404 as compared with 5,196 
at $5,426,224 in the same month 
last year. 


line.” T. P. Wright has been 
selected as referee in the other 
bout, called the shock absorber 
session. C. V. Johnson (Bendix), 
| will show ’em how to take it 
standing up, his subject being, 
“The Airplane Landing - Gear 


| Shock-Absorbing System.” 


Aside from the festivities pre- 


,| Viously mentioned there will be 
|a golf tournament or two, tennis, 


trap shooting, fishing, ping pong, 
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‘Buick Delivers 






ar | 


| of the 





bridge and dancing, Many mem- | 


wives and other members of their 
families, for whom 
be 


will pro- 


| bers will be accompanied by their | 


| 


adequate} 


Lack of Owner Contact By 


Dealers Results in 


Loss of 
By E. 


M 


tor in the dealer set-up. 


never been as important as this year. 
realization that service makes 


sales together with the 


sales in resulting in car manufacturers 


Millions 


M. LUBECK 

ORE than ever before in the many years of the motor 
car industry, service is becoming a dominating fac- 

The effect of proper service has 


Its effect on car 


joining hands with 


the dealers in developing service programs which will 


have for their goal more new 


car sales through better 


and increased service to present@———— 


owners. 

Up to within a comparatively 
short time ago such service as 
the average dealer chose to give 
in spite of the efforts of many 
car makers to effect cer- 
tain service standards, has caused 
many owners to go elsewhere for 
the service they required. The 
result is that the average dealer 
in the United States today is tak- 
ing care of only a small percent- 
age of the cars he has sold. Lack 
of service facilities, inadequate as 
well as obsolete equipment, poorly 
trained personnel and the con- 
tinued lack of contacts with the 
people who bought cars from the 
dealer plus a lack of conscious- 
ness that service makes sales has 
had two serious effects on the 
business of the dealer. 

The first is the ever increasing 
number of independent service 
stations, small repair and service 
shops and superservice stations. 
Each is making a profit in serv- 
icing and repairing an ever in- 
creasing percentage of the hun- 
dreds of thousands of cars which 
the dealers turn out on the roads 
and streets annually. The num- 
ber of such shops is conservative- 
ly estimated at 150,000 as com- 
pared with estimated figures of 
39,000 dealers selling cars. In 
most any city in the country the 
dealers are outnumbered 5 to 1 
and more in some places. It is 
a story in itself containing eco- 
nomic factors which no dealer 
can overlook and explains why 
so many dealers in spite of the 
new retail selling code are still 
experiencing financial aches and 
pains. 

In actual figures it must be con- 
sidered that with between twenty- 
one million and the best possible 
guess of twenty-three millions of 
cars and trucks in operation to- 
day, all of which require service 
work or adjustments, men and 
organizations who actually had 
no hand in selling the cars orig- 
inally are servicing more than 
fifteen millions of them. It does 
not take a magician to sense the 
effect this condition has on sales 
of certain makes of cars. 

During the World War the men 
and officers of the Lost Battalion, 
even though its men became 


heroes in the world in general, 
were heavily criticized by Army 
men for having lost contact with 
the main forces. Fifteen million 
owner contacts being lost by the 
original selling dealers is another 
matter of grave concern. Those 
in touch with service activities 
estimate that owners will aver- 
age $20 at least this year in serv- 
ice expense on their cars. $300,- 
000,000 therefore goes to those 
who did not sell the cars. The 
dealers may possibly handle a 
third of this amount but it is this 
tremendous difference which 
means also a further loss to the 
dealer in sales of parts and ac- 
cessories and other service that 
has started action to develop 
plans for the benefit of the dealer. 


The second effect of the lack 
of contact with owners is the 
loss of sales of new models of 
cars of the make originally pur- 
chased. The maker of the XYZ 
car when setting up his produc- 
tion schedules figures that a cer- 
tain percentage of the new cars 
will be sold to people now owning 
that make of car. Lack of con- 
tacts by the dealers with the car 
owners prevents such figures ever 
coming out right and the dealer 
himself knows that the influence 
of those doing service work for 
the owners often results in the 


owner switching to another make ~ 


favored by the outsiders. Con- 
sequently these sales losses have 
developed a situation which calls 
for proven methods which will 
assist the dealer to retrieve the 
owners who have drifted away. 


Soto Fleet 
Up 176% 


Sales 
Over 1933 


Detroit, June 1.—As an indica- 
tion of sustained business im- 
provement, the De Soto Motor 
Corp. announced this week that 
fleet sales of De Soto and Plym- 
outh cars have increased 176 per 
cent this year over last year. 

The corporation reported a 
number of large fleet deals for 
airflow cars, including the sale of 
60 De Sotos to the Hill Taxicab 
Co., Columbus, O., and the sale 


De 


of 11 De Sotos to the Beechnut 
Canajoharie, N. Y. 


For our . Billion Dollars Worth of Buicks 


Pac king Ce.. 





H. H. Curtice, Buick president, christens the 2,775,000th Buick to come off the assembly line as F. A, 
Bower, chief engineer, W. F. Hufstader, general sales manager, and C. T. Scannell, general manufac- 


turing manager, look on. 





during the past 30 years. 


Company accountants estimate the public has paid $4,162,500,000 for Buicks 
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R One sacred pledge we make our friends here and 
mi now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 
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A Sermon On Service 


N2 often do we turn to editorial preaching. Rather 
we would comment of events and things impartially 
and with the hope of arousing thoughts among our 
readers. The question of the relation of the dealer to 
service, and dealer-service to sales is one which we feel 
should be preached from every house-top. 


For our text today we have selected a line from page 
six of the Ford service bible entitled “Making Good Per- 
formance Better.”” The text reads: “The function of serv- 
ice is to maintain the quality (and may we add, per- 
formance) that is built into the cars.” To our mind this 
is the very essence of service. When the dealer has sold 
a new car his real job has only begun. He must, if he 
hopes to succeed, keep his customer completely satisfied. 
The car must give the customer the complete satisfaction 
that the dealer promised it would give at the time he made 
the sale. If the car fails to perform as the dealer said it 
would; if it fails to give the mileage per gallon the dealer 
said it would give, the customer will blame the car—not 
the service station at which he has his car serviced. 


With this in mind, it is of the greatest importance that 
the dealer make every effort to keep his car customers 
his service customers as well. Only in this way can he 
be assured that the car his customer owns will give the 
customer the satisfaction he was promised. 


On the other hand, it is beyond the pale of possibility 
to hope that any dealer can attain this Utopia. For per- 
sonal and other reasons a certain percentage of the 
dealer’s customers will take their cars to the independent 
for service. To the dealer the independent garage can 
be an asset or a liability in making new car sales. If the 
independent renders service of the same quality as ren- 
dered by the dealer the car will perform at its best and 
the customer will remain a customer for the dealer. Also 
many car owners are influenced in the selection of their 
new cars by the recommendations of their pet mechanic 
or garage man. If the dealer has the friendship of the 
independent it will be a great asset to him. 


We feel that the automotive market, which includes 
the sale of parts, service and accessories logically belongs 
to the man who created it—the car dealer. We feel that 
the car dealer should make an aggressive effort to get a 
greater portion of this business, but we cannot overlook 
the advantages of working with the independent garage 
man for the protection of his customers and the repu- 
tation of the car. We would suggest, even, that when 
the dealer has a new car to offer he might call in the 
local independents and with them go over the service 
problems of the new car. Tell them frankly that he, the 
dealer, plans to battle hard for his share of the service 
work on the new car, but that meanwhile he wants to be 
assured that the service work that does goes to the inde- 
pendent is properly done. He can co-operate with the 
independent to the extent of helping him to give better 
service. 

Automotive Daily News in forthcoming issues will de- 
vote much of its space to an effort to assist dealers in 
getting a fairer share of the service market. We will 
endeavor to point out concrete methods by which the 
dealer can get a better share of this work. But we do 
feel that every dealer should keep always in his mind 
the thought that “The function of service is to maintain 
the quality that is built into the car.” If this quality is 
maintained the dealer’s sales will be maintained in a like 
ratio. 


FREE 


AIR 


By Cliff Knoble 


HICK TOWN is a place where 

a man who looks at a new 
model is a marked man until he 
buys. 

ANYONE who has ever 
watched the antics of careless 
pedestrians, knows that the skill 
and watchfulness of the average 
driver are proved by the multi- 
tude of accidents that never 
happen. 

* * 


DAFFY DEFINITIONS 
Chauffeur—A rich man’s means 
of escape from back seat driving. 


Ba * ae 


IT ISN’T what you make—it’s 
what you save. Look at the great 
savers who have gotten rich on 
three thousand a year. 

1 * Eo 


TAX FAX 
Our share of the national debt 
is $314 each. If it could be added 
to the delivery charge, and in- 
cluded in the easy payments, we’d 
never feel it. 





* * * 


ANANIAS was a small-timer 
who lived in the days before men 
bragged about their speed rec- 
ords, gas mileage, and driving 
94,000 miles without even chang- 
ing a spark plug. 

ok 


* * 


CORRECT THIS SENTENCE: 
“People don’t come into the sales- 
room like they used to—and deal- 
ers don’t advertise like they used 
to—but neither fact has anything 
to do with the other.” 


* * 


A great many people could be 
flattered to death by a solicitation 
from a salesman for a $5,000 car 
—if a salesman for a $5,000 car 
ever solicited anybody. 

ok * * 


Nominations for the Most Useless 
Thing in the World 

“Today’s insurance solicitation 
on the car that was stolen yester- 
day.” 

Ephriam Waitalittle. 
of 4 tt 

JUST YOU WAIT! Sooner or 
later, Dillinger will fudge on a 
changing stop light, and bingo! 
Two or three burly cops will nab 
him almost as quickly as they’d 
pinch a shivering school kid. 


oe a a 
Life’s Jolliest Moment — When 
you realize that your Sunday 


drive has made a substantial con- 
tribution to the cost of support- 
ing the legislators who taxed your 
Sunday drive. 


OBADIAH HECKLEBERRY, 
our local automobile dealer, says 
that business hain’t been so hot 
for the last three or four years, 
and if it don’t improve purty 
soon, he’s goin’ right out and ask 
someone to huy a new car. 

* * * 


Still, if there weren’t a lot of 
dumbbells, how would salesmen 
get experience before they 
starved? 

* * 


A heretic is a man who suspects 
the government of making it 
tough for people to speculate in 
the stock market, so there’ll be 
no shrinkage of the public’s abil- 
ity to pay increasing taxation. 

* * * 


QUEER QUERIES 

Dear CK: How can I keep from 
losing more money on a business 
that hasn’t made a cent in three 
years?—Stupid Steve. 

Dear Steve: Sell the business 
for anything you can get. Then 
go to work for the new owner. 
Let your salary pile up. Eventu- 
ally the new owner will owe you 
so much money that you can take 
the business back. In the mean- 
time he will have paid the losses. 
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An Important Member of the Family 


In This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Horns on Pedestrians 


In a recent column Cliff Knoble 
said a horn on a pedestrian was 
his nomination for the most use- 
less thing in the world. This 
week’s mail brought us a clipping 
from the Bluefield Daily Tele- 
graph, Bluefield, W. Va., which 
may prove that horns on pedes- 
trians are not so useless. Any- 
way, here’s the story. We are 
indebted to Windy Hicks, of the 
Elkhorn Motor Co., Ford dealers 
of Keystone, W. Va., for sending 
us the story. 

“Probably one of the most 
widely-known citizens of Blue- 
field, Va., is a character who 
arms himself with a horn as a 
protection against the automobile 
hazard, and sounds the trumpet 
at frequent intervals while using 
the streets. Jim Dunsfond has 
sounded the same horn he uses 
here on the busy streets of 
Philadelphia and like here, got 
his name in the big city dailies 
of the Quaker City. 

“Dunsford’s vision is impaired 
but he can discern day light and 
with the protection of his sea 
shell horn he manages to get 
about remarkably well. He has 
been brushed on two or three 
occasions by fenders of cars, but 
has never been seriously injured. 
Approaching a_ street crossing 
Dunsford gives his horn several 
loud toots, then he hurries across 
the street, as traffic comes to a 
halt. Red lights mean nothing to 
Jim, because he cannot’ see 
them.” 


Registrations 


In your tabulated report of 
April new car registrations pub- 
lished in Automotive Daily News, 
issue of May 26, you omitted the 
state of Michigan where, it seems 
to me, registration figures would 
surely be available for publica- 
tion. 

Official Ford sales in Wayne 
County, for the month of April, 
reached my desk as early as May 
12. These figures showed Ford 


leading in sales by 3 to 1 over its 
nearest competitor, Chevrolet. 

With Ford showing this lead in 
the center of automobile manu- 
facturing, it makes one wonder 
why a publication like yours 
omits the state of Michigan. It 
makes us Ford dealers wonder 
whether or not your paper is 
biased.—R. H. Rogers, Rogers 
Motors, Shelby, N. C. 


EpitTor’s NOTE: Registration fig- 
ures for Wayne County sales are 
compiled weekly, and released 
weekly by the Detroit Automobile 
Dealers Assn. Figures for the en- 
tire state are compiled by months, 
and released monthly. Michigan 
registrations appear in today’s issue 
of Automotive Daily News, the 
earliest date of publication follow- 
ing their receipt in this office. 


“=a word in 


edgewise” 


By the Publisher 





Kansas City, Mo., May 31. 


THE PAPERS ARE headlined 
with drought news but coming 
up through Arizona and New 
Mexico the red streams and 
rivers were overflowing their 
banks the result of a cloud burst 
that brought joy to the arid cat- 
tle lands where growers had been 
shipping in water for their cattle 
in 10,000-gallon tank cars at $150 
the car. That sounds like the 
prices we paid for White Rock 
during our own national aridity. 
Memorial Day was celebrated 
with real fervor in this country 
because it meant a break in what 
might have been a near catas- 
trophe. 

a # * 

ROLLING ALONG on the 
Santa Fe, over the vast prairies 
of Kansas this morning, we read 
of 103 degree temperatures here 
yesterday and yet the air condi- 
tioned cars were held at 70. Stop- 
ping at Emporia to change en- 
gines we reversed the old order 


(Continued on Page 8) 
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ee out what 
dealers think of the 


Pontiae Franchise 


Mid ee do for you 


HERE are ten essentials which every motor car franchise 
should have before a dealer can make money with it. 


This new book tells what Pontiac considers these ten to be, 
and what its dealers think of them. . . as they are pre- 


sented by Pontiac. 


This book definitely indicates that Pontiac’s relations with 
dealers are in the spirit of today. 


On all sides, business and industry have been undergoing 
basic changes. Markets have been changing. Business 
methods have been changing. So has the relationship 


between manufacturers and dealers. 


Pontiac keeps pace with these changes—keeps its fran- 
chise essentials abreast of the new demands and new 


methods. 


For Pontiac long ago realized that it can be successful only 
in proportion to the success of its dealers. 


That’s why Pontiac always pay such close attention to its 
dealers’ problems. 


UL ee 


PONTIAC, MICHIGAN 


That’s why Pontiac offers liberal discounts and adequate 


territory. 


That’s why Pontiac presents wholesale and retail financing 


assistance at lowest rates. 


That’s why every Pontiac executive strives always to co-operate 
pleasantly and understandingly with Pontiac dealers. 


That’s why 77 per cent of all Pontiac dealers made money in 
1933, and 86 per cent of all Pontiac sales were made by profit- 


able dealerships. 


The entire story is told in this new book—just off the press. 
Write for your copy today and check the Pontiac franchise, 
point by point, so that you may learn for yourself just how 
desirable it would be to join Pontiac’s great and growing 


family of successful dealers. 
Sill i and send this today 


Sales Department, 

Pontiac Motor Company, Pontiac, Mich. 

Please send me a copy of your new book, ‘‘Pontiac—The Outstanding 
Franchise.”’ 


Name 
Address 


City 
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Makers Stress Need For Improved Dealer Service 





Detroit, June 1.—The question 
“What is General Motors doing 
to help its dealers get more serv- 
ice and make larger profits on 
parts and accessories” might be 
answered by saying “Everything” 
were it not for the fact that 
within the General Motors Corp. 
time and energy are being 
pended day and night to torm-| 
ulate and carry out certain de-| 
finite programs to assist the 
dealers. In these programs, serv- 
ice officials and sales executives 
are co-operating to show the 
dealers that the retail sale of a 
car is really only the beginning 
of the customer-owner relation- 
ship instead of the end. 


The dealer who asks the fore- 
going question is not answered 
by “Everything.” Instead he is 
asked “Just what do you need 
help on?” And his question gets 
prompt attention. But, he is go- 
ing to find one thing of general 
interest, for today General Mo- 
tors in each of its units is con- 
stantly developing new ideas to 
aid the dealer in getting more 
service profits and through the 
increased contact programs being 
developed get more new car sales. 
To this end its own experience 
and study, coupled with the suc- 
cessful experiences of its dealers, 
are being drawn on for plans 
which the dealers can adopt and 
which, if intelligently carried out, 
will aid them in increasing their 
business. 


Grant Explains Program 

R. H. Grant, vice-president of 
the corporation, who frowns on 
platitudes and on all the time- 
worn adjectives which have been 
used in bombarding dealers about 
service, says: 

“We are doing everything we 
can to promote service and we 
are more than ever prepared, 
through our long years of con- 
tact with dealers and car owners, 
to render any specific assistance 
for increasing business a dealer 
may desire. 

“From the standpoint of in- 
creasing service work, the an- 
swer that fits the case better than 
any other is to merchandise serv- 
ice; sell what you have to sell! 
That is what we are striving for 
and that is the direction in which 
we are going to help the dealer. 

“In the drive for business, the 
dealer has the greatest selling 
tool in the world at his com- 
mand if he uses it as he should. 
That is, not only better service, 
but the kind of service that will 
make the car owner come back. 
This is the tool that makes profits 
which in the case of a great 
number of our dealers go a long 
way towards paying their fixed 
expenses. We can point out to 
our dealers remarkable examples 
of where dealers, through their 
attitude toward service, have | 
made definite progress during the 
past few years.’ 

Douglas’ Plan 

Grant referred the ADN re- 
porter to M. D. Douglas, vet- 
eran service executive of the 
Chevrolet organization. Doug- 
las’ job is no longer that of 
making plans for teaching 
dealers how best to repair a 
car. Today he seeks to aid the 
dealer through well designed 
merchandising plans, in getting 
more service business. At the 
same time he is not overlooking 
the necessity for instruction as 
to repairs. Some 25,000 mechan- 
ical men are being given talks on 
that subject through the 145| 
Chevrolet Service club meetings 
held each month through the | 
country. While these talks are | 
primarily service instructions, 
they are slowly but surely devel- | 
oping a course in merchandising, | 
it being the GM conviction that | 
each and every mechanic can be | 
of value in selling the service | 
which the dealer is ziving. 

Douglas is putting out @ cum- 
paign to aid the dealer that is 
showing progress in every section | 
of the country. His particular | 
drive is directed to better serv- | 
ice selling through the dealer’s | 
service manager. Douglas’ first 
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Writer Reveals Programs of 


Ford, GM and Chrysler 


shot at the service manager is 
based on the solution of the prob- 
lem of why the car owner goes 
elsewhere for service than the 
place where he bought his car. 
Douglas is undoubtedly a Scotch- 
man and more than likely recalls 
Bobby Burns’ “To see airselves as 
ithers see us” for his first advice 
to the service managers is “Look 
at your service station through 
your customer’s eyes.” At a re- 
cently concluded meeting with 
dealers and service managers, he 
gave each one a large pamphlet 
printed in type so big that none 
could fail to read each word. His 
subject through the book was the 
thought that perhaps the reason 
business is lost to outside serv- 
ice shops is the bad impression 
car owners get of the dealer’s 
service department and its opera- 
tions and the questions they may 
raise. 

Douglas says that owner 
questions can be boiled down to 
these three: “Will my car be 
fixed right?” ‘Will my car be 
ready on time?” and “Will I be 
charged a fair price?” 

He contends that if the serv- 
ice manager can settle these 
questions in the minds of the car 
owner everything else in the 
service department contributes 
to the support of these three 
basic principles. Dealers who 
have worked with their service 
managers to overcome these 
three points have already noted 
increases in owner confidence 
and these dealers are now estab- 
lishing higher standards of 
service and increased business. 


The program calls for serving 
Chevrolet owners in such an 
outstanding manner as to at- 
tract not only more buyers for 
Chevrolet products but to in- 
crease sales of accessories, labor 
and parts. 

Prepares Book 

The book which Douglas has 
prepared is neither epigramatic 
nor axiomatic. Its principles 
will apply to any dealer. Here 
are the high spots: 

“When a customer gives you 


. M. LUBECK 


an order for the job he is ‘sold’ on 


you and on your ability to fix! 


his car. Therefore you must 
have trained mechanics who will 
keep the promises you make to 
customers ...and you must 
must check to see that they do 
the work right. 

“The customer is willing to 
pay the price you ask if that 
price is in line with competition. 

“The owner wants his car when 
promised. He gives you an op- 
portunity to plan your service 


Hearing Planned 
June 4 on Tire 
Guarantee Order 





Washington, June 1.— Notice 
has been given by the NRA that 
a public hearing will be held 
June 4 on the administrator’s or- 
ders relating to guarantees on 
tires and tubes under the code 
for the retail rubber tire and 
battery trade. 


Gen. Hugh S. Johnson, national 
recovery administrator, recently 
issued an order declaring an 
emergency to exist in the trade 
and ruling that “during the period 
of the emergency, no member of 
the trade shall ... offer, use, or 
extend any guarantee or war- 
ranty applicable to the sale of 
such tires or tubes except against 
defects in material and work- 
manship for a period of 90 days 
from date of sale.” 


Subsequently, General Johnson 
issued another order staying the 
first order for a period of 30 days 
from May 14. 


The hearing is being called as 
the results of complaints filed by 
the Norwalk Tire and Rubber 
Co., Lee Rubber & Tire Corp., 
Master Tire & Rubber Corp., the 
Cooper Corp., Giant Tire & Rub- 
ber Co., Corduroy Rubber Co., 
Dayton Rubber Mfg. Co., Gates 
Rubber Co., and Armstrong Rub- 
ber Co. 





——_———® 


work and makes his plans ac- 
cording to your promise. 

“There are many clean and in- 
viting competitive service stations 
asking for his business. There- 
fore you must offer him the 
cleanest and most inviting sta- 
tion of them all. 

“The customer may not be in 
a hurry but he is the buyer and 
you have service for sale and to 
get and keep his business you 
must wait on him promptly. 

“The customer wants helpful 
service. Treat the owner the 
way he wants to be treated and 
you will gain his confidence and 
sell him what he wants. 

“Remember there are many 
other places where he can take 
his business. He is doing you a 
favor when he comes to you. 
Treat him as courteously as you 
can. Try to improve the kind of 
treatment you accord him. If 
you do he will come back. 

“When the owner gets his car 
he begins to think about what 
he got for his money. He wants 
you to assure him that he used 
good judgment in buying the 
work you suggested. It is then 
that you should convince him 
the work was well done. If it is, 
he will tell others about it.” 

Such then, is the chart for in- 
creased business in service and 
car sales which will aid dealers. 
It is suggested as a measuring 
stick for checking the service 
department of the dealer. By 
this program much can be ac- 
complished to increase profits, re- 
trieve the owner who has gone 
elsewhere and insure to the 
owner better performance of his 
car and greater satisfaction in 
his investment. Chevrolet is 
taking a long step forward in its 
message that just plain common 
sense business methods are the 
simplest ones for a dealer to 
adopt. 

Veteran Signs Up 

Birmingham, Ala., June 1 (UT 
PS).—Brownell Motors, one of the 
oldest dealers in Birmingham, has 


signed up as a Ford dealer here. 





‘Service First” Chrysler Motto 





Manning Chosen 
For Engi neering 
Post at Pontiac 


Pontiac, June 1.—Appointment 
of W. H. Manning as assistant 
chief engineer in charge of ex- 
perimental work of Pontiac Mo- 
tor Co. is announced. 

Following his graduation from 
Massachusetts Institute of Tech- 
nology in 1924, Manning joined 
the staff of C. F. Kettering in the 
GM research laboratories. 

In 1928 he joined the Pontiac 
engineering staff as an assistant 
engineer, from which position he 
was promoted shortly to that of 
research engineer of the com- 
pany. 

He left the company in 1932 
to engage in private consulting 


| engineering work in Pontiac, re- 


turning to take up the duties of 
his new post. 


Fisk Rubber Declares 

Chicopee Falls, Mass., June 1.— 
Fisk Rubber Corp. has announced 
declaration of a second quarterly 
dividend of $1.50 per share on its 
6 per cent preferred stock. The 
dividend will be payable July 2 to 
stockholders of record June 12, 
according to Edward Levy, 
president. 








Detroit, eas 1.—Should any 
dealer selling Chryslers, Dodges, 
Plymouths, De Sotos, Fargo or 
Dodge trucks, or marine engines 
manufactured by the Chrysler 
Corp. have any doubts in his 
mind as to the plans of the 
Chrysler organization regarding 
service activities, all such dealer 
has to do in order to satisfy 
himself is come to Detroit and 
see for himself. He will be sat- 
isfied after his inspection that as 
far as service is concerned, he 
will have little cause to worry. 
He will see service dramatized 
right before his eyes. 

He will first see a _ building 
monumental in size and propor- 
tion. In it is housed the Chrys- 
ler Motors Parts Corp., a corpora- 
tion which is thoroughly 100 per 
cent service for the dealer and 
the owner. 

As he enters the building he 
will see stretching out ahead of 
him what seems to be miles of 
desks and thousands of employes 
at work on just one thing, serv- 
ice for the dealer and the car 
owner. Over the 11 acres of floor 
space is located the one million 
six hundred thousand feet de- 
voted to service and all that 
goes with it. 

Fostered by K. T. Keller, vice- 
president and general manager of 
Chrysler Corp., and headed by 
N. H. Kilpatrick, vice-president 

(Continued on Page 17) 





'Tlinois ‘Senck 
Code Set-Up 


Is Announced 





Chicago, June 1.—Administra- 
tion of the new motor truck code 
in Illinois will be handled 
through two principal offices and 
40 branches in the state, it is 
made known by Chester G. 
Moore, who has been named as 
temporary chairman of the code 
authority. 

The main Chicago office will be 
at Moore’s headquarters, 910 S. 
Michigan Ave., and the principal 


downstate office at 524% Capitol 
Ave., Springfield, Ill. 
In addition to two branch 


offices in Chicago, there will be 
other branches at Freeport, 
Rockford, Waukegan, Elgin, De- 
Kalb, Aurora, Champaign, Deca- 
tur, Mattoon, Alton, Centralia, 
Harrisbury, Sterling, Joliet, Chi- 
cago Heights, LaSalle, Rock Isl- 
and, Kewanee, Streator, Jackson- 
ville, Paris, Effingham, East St. 
Louis, Mt. Vernon, Marion, Kan- 
kakee, Galesburg, Bushnell, Pe- 
oria, Danville, Bloomington, 
Quincy, Springfield, Pana, Law- 
renceville, Belleville, Sparta and 
Cairo. 





Detroit, June 1.—An outstand- 
ing example of a definite service 
increase movement is seen in a 
statement by Henry Ford, in a 
booklet just issued by the Ford 
Motor Co., entitled “Making Good 
Performance Better.” Ford says: 


‘In the Ford Motor Co., we 
emphasize service equally with 
sales. It has always been our be- 


lief that a sale does not com- 
plete the transaction between us 
and the buyer but establishes a 
new obligation on us to see that 
his car gives him service.” 
Function of Service 

This is followed by a statement 
which every dealer in America 
can take to heart regardless of 
what car he sells. It says: “The 
function of service is to maintain 
the quality of performance that is 
built into the car.” Not only is 
this one of the most illuminating 
definitions of service that has 
come to light so far, worth thou- 
sands of dollars to a dealer, but 
it positively makes it understand- 
able to many dealers that service 
is not just mechanical repairs. In 
the Ford language, and of the 
kind that should be understood 
by all dealers, service is “Main- 
taining the synchronization and 
co-ordination of all parts of the 
car so as to give parformance.” 
This is not a trick statement but 
a definition which no automobile 
selling dealer or even used car 
dealers should overlook. 


A car which does not perform 
according to the performance 
built into it by the engineers can 
be made to perform, The dealer 
who fails to see that the auto- 
mobile he sells give performance 
finds himself sooner or later 
wondering what is wrong with 
his sales. Failure to accept re- 
sponsibility, as outlined by Ford, 
places the dealer in the position 
of having released the most 
powerful destructive advertising 
agency in the world—that of the 
word of the dissatisfied owner. 


One owner whose car fails to 
deliver the performance which 
the dealer demonstrated will de- 
stroy thousands of dollars of 
sales effort and advertising. Ford 
again says, “the difference be- 
tween championship performance 
and unsatisfactory performance 
may be caused by just a few 
minor things,” and that, “owners 
often think that the average 
every-day performance is as good 
as may be expected.” Here he 
strikes at the reason why so 
many dealers lose business. It is 
the failure of the dealer to con- 
tinue an interest in the owner 
and his car, to see that the repu- 
tation of the car is maintained 
by the continued top notch per- 
formance which the engineers 
put into it. 

Satisfy Owners 

The Ford idea goes further: 
“A few minor adjustments, the 
proper co-ordination between the 
ignition and the fuel supply will 
not only improve the car per- 
formance immeasurably but it 
will also create in the mind of 
the owner a source of satisfac- 
tion in his car and a respect for 
the dealer which will make him 
a booster.” This is not philoso- 
phy. It is just plain common 
sense. Any dealer whose owner 
list is 100 per cent happy because 
of the dealers’ service organiza- 
tion being able to keep the cars 
at top notch performance will 
never have to worry about sales. 
K. R. Wilson, of Buffalo, adds to 
this as follows: “The dealer who 
has a shop equipped to give the 
kind of service needed, who has 
trained personnel and a fixed 
plan of operation is nothing more 
less than a 1934 edition of 


or 
’Emerson’s famous mouse trap 
factory in the woods.” H. G. 


“Buck” Weaver, of the General 
Motors customers’ research de- 
partment, in his ownership cam- 
paign a few years ago, found that 
“not only are owners willing to 
pay for the right kind of service 
but they will tell their friends 
about it.” Weaver also found out 


(Continued on Page 16) 








Jim Levy 


Prove His Own Value 


By MEL ADAMS 


Chicago, June 1.— Thirty-two 
years along Chicago’s automobile 
row have qualified James Levy as 
the dean of the city’s active deal- 
ers. But that’s not the only thing 
those 32 years have done for this 
veteran Buick dealer, because to 
the dean and sage of the “row,” 
and in his own words, ‘caine 
is a great thing to talk about, but 
it’s a better thing to capitalize 
upon.” 

All of which would signify, and 
correctly, that Jim Levy main- 
tains an open mind, a youthful 
outlook, upon the fundamentals 
of retailing motor cars. 

Your correspondent found the 
president of the James Levy 
Motors Co. in a _ particularly 
happy frame of mind when the 
subject of service methods and 
service salesmanship was 
broached. For the past three 
months he has been trying out 
some ideas, which modestly 
enough, he disclaims credit for 
originating, and they have 
worked. 

There’s Money In It 

And at the same time he has 
had his mind changed as to the 
money-making possibilities of 
modern service from the deal 
dealer’s viewpoint. As one of the 
old guard who for years has com- 
placently regarded service as an 
incident of the car-selling busi- 
ness and not meaning much in 
the way of profit, he has capitu- 
lated. There’s real money in it, 
he has discovered. 

It all started, as Levy told the 
story, when a young fellow ap- 
proached him and suggested that 
a great deal could be done to im- 
prove his service sales. The call 
was unannounced and quite a 
surprise, but before the young 
man had finished he had con- 
vinced Levy. The caller had 
service department experience to 
his credit with the distributor for 
another General Motors product. 
He had then transferred to a 
Buick dealer in Chicago, rising 
to the position of sales manager. 
Once attaining it, he felt his forte 
was service and yearned to get 
back into that field. 

Before interviewing Levy, this 
young man had gone through the 
company’s service department 
with a salesman friend in the 
organization, so he had quite 
definite ideas as to what was 
needed and what could be done. 

“There I was, with a service 
manager and foreman who had 
been with me 20 years, as well as | 
four of their assistants who had | 
put in from 16 to 18 years with | 
me,” said Levy. | 

Service Business Manager 

“I decided to give this new man 
with the outside point of view | 
the title of service business man- 
ager. I told him he was on a 








60-day trial basis and that he 
would be the judge as to whether 
he had made good at the end of 
that time. Then came the task 
of informing the men in the serv- 
ice department. Their first re- 
action was that they were no 
longer needed, but that impres- 
sion was quickly corrected when 
I explained that the new man’s | 
duties were to be supplementary 
to theirs. 

“IT suppose I was in an espe- 
cially receptive mood at the time 
because of the stress which zone 
manager Waller of Buick has 
placed upon service. He rose via 
the service route.” 

Out on the first floor of the 
service station, with 160x150 
square feet of floor space devoted 
to the handling of parts and 
“trouble shooting,” your corre- 
spondent noted a sharp contrast 
to what had greeted him before 
the new service business man- 
ager’s ideas went into effect. 

For one thing, the parts de- 
partment is located just to the 








right as one enters—the most 
accessible spot in the place —as 
against its former inconvenient 
location on the second floor. Levy 
waxed enthusiastic on that point. 

“Mechanics buying parts don’t 
like to chase upstairs for them,” 
he commented. 


The first floor service depart- 
ment has been done over as to 
walls, with coats of paint, and 
presents freshness. Furthermore, 
signs on easels and hanging from 
the walls add to the atmosphere 
of restfulness and reassurance to 
the owner. The new Levy creed, 
with which customers and work- 
men are familiar, is: 





“Do what the customer wants 


you to do, but tell him what the | 


car needs.” 


Even the lighting system has | 
been changed and improved. The 
white uniforms of the men are 
clean. In a word, the station has | 
been revolutionized until it is 


up-to-the-minute as to equipment | 


and extremely inviting as to en- 
vironment. 


Lay Down the “Welcome” Mat 

“The presentable service sta- | 
tion takes away the fighting spirit | 
of the customer when he is out | 
of sorts,” philosophizes Levy, the 
sage of motor row. “The busi- 
ness man is only a child grown 
up and the automobile is his 
plaything. If his business goes 
wrong, he may take it as a mat- 
ter of course, but let his automo- 





AUTOMOTIVE DAILY NEWS, SATURDAY, JUNE 2, 1934 


‘Service Business Chief” Peps Up Chicago Shop 
Lets New Man vt 


service station also temporizes 
the amount of the bill, especially 
when the customer realizes that 


you're really interested in his 
welfare and the service he gets 
from his car. 

“The dealer most certainly is 


entitled to regain his lost service 
business, and that’s what we're 
seeking. After all, the owners 
are our customers, and we should 
be able to retain them as such in 
their service requirements if we 
remember the principle, and act 
accordingly, that business goes 
where it’s invited and stays where 
it’s best treated. The proprietor 
must always be accessible, a 
friend of the chauffeur as well as 
the banker.” 

As an example of how his new 
system is endeavoring to combat 
the independent service system, 


bile go wrong and he is like a| | Levy in his drive has cut labor 
child with his toys taken away. | charges 20 per cent on 1927 and 
“A pleasant atmosphere in the| 1928 Buick models. 


FOR MODERN 
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“Customers must be made to 
feel that they are welcome in 
dealer service departments, and 
we’re doing and saying every- 
thing possible to create that im- 
pression,” he says. 

Map Is Changing 

“The map of automobile mer- 
chandising is changing rapidly. 
This applies to service as well as 
sales. We must not only tell our 
owners that we want to take care 
of their service needs, but must 
make them believe we mean it 
through the way they are 
handled. 

“There is a lot of psychology to 
our plan. We keep in touch with 
our owners regularly and in a 
way that assures them we're in- 
terested in them. 

“The whole experience has 
been an awakening to me from 
the standpoint of pickup in busi- 
ness and the better morale among 
our men.” 
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Code of Tire and Battery Trade 
Aims at Curb on Throat-Cutters 


Field Recognized As 


Clamoring for Eliminating in Drastic Pro- 
S 


visions Rez aching 


is the 
regularly in ADN 
the codes of fair 
and trade from the 


(This 
in which 
competition 


fifteenth of a seri 
William 
governing 
standpoint of their practical meaning.) 


75,000 Dealers 


es of articles which will appear 
Ullman looks analytically at 
the automobile industry 


By WILLIAM ULLMAN 


Washington, June 1.—Of 
establish economic 


trades field, 


stability 
none is so elaborate nor reaches so far as 


all NRA codes designed to 
in the automotive retail 


that which has just recently been fitted to the retail 


rubber tire and battery trade. 


Applied to the accompa- 


niment of a special order declaring an emergency in the 
trade and establishing minimum retail prices for the first 


time under the “new deal,’ 


the code encompasses the 


business activities of some 175,000@— 


It relates to a} 
does an annual | 
to half a billion 
but which, in 
rep- | 
and 
re- 


establishments. 
retail field that 
business of close 
dollars in volume 
spite of this vast patronage, 
resents one of the loudest 
most discordant notes in the 
covery theme song. 

Here is a code in which 
senses those who drafted it must 


have been forced to exercise con- | 

the | 
price | 
defi- | 


restraint pending 
to tackle its 
That much is 
nitely implied in the emphatic 
and elaborate fashion in 
these clauses undertake 
the long-continued crisis 
life of the trade. 

No member of the trade is too 
large nor too small to be subject 
to the price provisions of this 
agreement which start with the 
requirement that all shall file 
schedules of retail and commer- 
cial prices, discounts, terms and 
conditions of sale (including 
trade-in allowances) for all prod- 
ucts or services or combinations 
thereof. In this, its first clause 
with respect to price structure, 
the code essays to throw light on 
what everyone identified with the 
trade has recognized as its dark- 
est and most dangerous corner. 

It means that as a primary 
step in making illegal individual 


siderable 
opportunity 
provisions. 


in the 


assaults upon the price structure | 


of the trade, every member of it 
shall show precisely what his own 
performance is at all times. 


With price lists on record, the | 


code requires that every member 
shall abide by them, that they 
shall not “sell or offer for sale 
any product or service or any 
combination thereof below the 
price stated in such filed sched- 
ules.” If, through any circum- 
stance, or combination of circum- 
stances, the dealer is forced to 
depart in a downward direction 
from his filed schedule, 
days notice of such contemplated 
change is essential. The con- 
templated revision in such a case 
is subject to the approval of the 
code authority or its agency. 
Price increases may be made 
without this notice. 

These provisions, 
others, reach out for those whose 
price practices have blasted profit 
possibilities for tens of thousands 
of dealers from the face of the 
earth in recent years. The eco- 
nomic cut-throat is at last sub- 
ject to legal penalties brought 
into being by the NIRA and de- 
signed to drive him out of busi- 


ness before he can wreck himself | 
| nounced 


and all of his competitors. 

It is not enough under the code 
for the individual member of the 
trade merely to file his price 
schedules with the code author- 
ity. It is required that he take 
the world at large into his confi- 
dence in this respect through the 
medium of posting his list in a 
conspicuous place in his business 
establishment. This schedule, a 
duplicate of that filed with the 
code authority, may be checked 
by anyone at any time. It means 
that if, in the guise of a customer, 
a representative of the code au- 
thority desires to check the per- 
formance of a trade member, the 
posted list will be readily avail- 
able. The circumstance makes 
the policing of the trade a far 


| code, 


one | 


which | 
to solve | 


| to. sell, 


three | 





buttressed by | 





than it might 
of the number 
establishments 


less difficult task 
appear in view 
and variety of 


| which are subject to the code. 


Among the price clauses of this 
there are to be found others 
which constitute an admission 
that even those previously men- 
tioned may fall short of keeping 
the trade upon an even keel on 
certain occasions. 

Specifically, it is 

“Whenever the code authority 
determines that an emergency 
exists throughout the trade or 
within the trade in any area, and 
that the cause thereof is destruc- 
tive price-cutting such as to ren- 
der ineffective or to seriously en- 
danger the maintenance of the 
provisions of this code, or of the 
Act, and the code authority cer- 
tifies its conclusions to the Ad- 
ministrator, or the Administrator 
determines on his own initiative 
that an emergency exists as 
herein set forth, the Adminis- 
trator may thereupon declare 
such an emergency to exist. 

“Thereupon the Administrator 
may * * * prescribe the lowest 
reasonable cost of any product or 
service. * * * Thereafter no mem- 
ber of the trade shall sell, or offer 
or otherwise dispose of 
any product or service * * * ata 
net realized price than the lowest 
reasonable cost so established.” 

Currently, the trade is operat- 
ing under just such an emergency 
declaration as that provided for 
in the above clause. The order, 
fixing minimum prices, applies at 
this time only to tires intended 
for use on small cars. It is pos- 
sible, however, under the code to 
make it applicable to every single 
product or service, or combina- 
tion of the two, handled by the 
trade. 

It is generally agreed that the 
price provisions of this code are 
among the most severe drafted 
under the NRA, a reflection of 
the serious condition which the 
code essays to correct. 

(The sixteenth article of this 
series will appear in ADN, Sat- 
urday, June 9.) 


set forth that: 


Packard Electric Co. 
Introduces New Cable 

Warren, O., June 1. 
tion of the new Packard 
Forty” ignition cable to the 
eral service trade in 
merchandising campaign now be- 
ing launched by the Packard 
Electric Corp. of this city is an- 
by B. N. MacGregor, 
vice-president and general man- 
ager. 

The cable has a new outer cov- 
ering displacing the conventional 
lacquer-coated cotton braid, 
which is made under a secret 
process on a non-organic base 
and is claimed to offer far 
greater durability than cables of 
the old type of construction. 

Extensive tests, both experi- 
mentally and in the bus and 
truck field in actual service, are 
said to have shown the new 
“Four-Forty” cable to be prac- 
tically impervious to the destruc- 
tive effects of heat, cold, oil, 
grease, gasoline, abrasion and 
corona present in bus, truck and 
automobile engines. 


“Four- 
gen- 





Introduc- | 


an extensive | 





ceca 


Chevrolet Sales 
Advance 145% 
Over Last Year 
Detroit, June 1. Chevrolet deal- 
ers delivered 43,311 units during 


the first 20 days of May, accord- 
ing to William E. Holler, general 


sales manager of Chevrolet Mo- | 


tor Co. 

Retail deliveries during the 
year to May 20 totaled 324,344 
against 223,857 units for the same 


period of 1933, 145 per cent of the | 


same time last year. 


Retail deliveries of commercial | 


cars and trucks continued to 
gain. Dealers delivered 7,943 
commercial units during this 
day 
same period a year 

“Because of the 
public demand for 
model knee action cars, produc- 
tion has not yet been able to keep 
pace with sales requirements,” 
said Holler. “The May 20 report 
shows that Chevrolet dealers 


ago. 
tremendous 
the new 1934 


| misunderstanding on 





20- | 
period against 5,470 for the | 


have on hand 30,000 unfiilled or- | 


knee action models. 
This, together with the sales ac- 
tivities of the dealers, assures a 
very satisfactory last 10-day per- 
iod in May. 


ders for 


Dodge Dealers 


Are Maintaining 


Sales Records 


Detroit, June -The latest 
weekly statement of retail deliv- 
eries recorded by Dodge dealers 
for the week ending May 26, 
shows that during the six-day 
period they delivered 4,660 pas- 
senger cars and 958 commercial 
cars and trucks, or a total of 
5,618 vehicles—an increase of 31.2 
per cent over sales made during 
the corresponding week of 1933. 


Dodge dealers’ 1934 retail sales, 
at the beginning of the final week 
of May, were well within hailing 
distance of the 100,000 mark, the 
actual total on May 26 being 
93,264 deliveries, denoting an in- 
crease of 104.7 per cent over the 
business done last year in the 
like period. 


The business report shows that 
of the 93,264 retail deliveries, 39,- 
263 were Dodge passenger cars— 
an increase of 69.1 per cent; 36,- 
362 were of Plymouths—an in- 
crease of 92.1 per cent; 17,639 
were of Dodge trucks—an in- 
crease of 416.8 per cent over the 
respective sales volumes noted 
for the Jan. 1-May 26 span of 
1933. 





| be 


Labor Board’s 
Layoff Rules 
Are Clarified 


Detroit, June 1 
fact that there 


In view of the 
has been some 
the parts 
of its readers, Automotive Daily 
News is pleased to print the fol- 
lowing verbatim text of the set 
of rules as laid down by the 
Automobile Labor Board. These 
rules are those decided on for 


| the industry in decreasing forces: 


“I1—When there is a decrease 
of force, the following proce- 
dure shall be observed: 

“(a)—Employes hired after 
Sept. 1, 1933, shall be the first 
to be laid off, irrespective of 
marriage or dependency, unless 
they fall within class (d) men- 
tioned below. 

“(b)—Employes next to be 
laid off shall be those hired be- 
fore Sept. 1, 1933, who are un- 
married and without depend- 
ents, except in the cases of em- 
ployes of long service; and of 
employes in class (d) men- 
tioned below. 

“(c)—Employes next to be 
laid off shall be those hired be- 
fore Sept. 1, 1933, who are mar- 
ried and those who have de- 
pendents. 


“In of classes (d) and 
(c) employes of less’ service 
shall be laid off before em- 
ployes of longer service; serv- 
ice to be determined on a 
yearly basis. 

“(d)—Employes whose work 
in the judgment of the manage- 
ment is essential to the opera- 
tion of the plant and produc- 
tion, or who have received 
special training or have excep- 
tional ability may be hired, re- 
tained or returned to work not- 
withstanding the provisions of 
classes (a), (b) and (c) 
Classes (a), (b) and (c), it will 
seen, are qualified by class 
(d). Class (d) is included to 
make provisions for workers of 
greater merit than others in the 
employ of the company. In other 
words, where the employer be- 
lieves that one man is more es- 
sential to the operation of the 
plant and production, he may be 
hired, retained, or returned to 
work irrespective of the term of 
service or the amount of depend- 
ency of another worker. 


each 


New Challenger Series 
Aids Hudson’s Sales 


Detroit, June 1. New lower 
prices announced by the Hudson 
Motor Car Co. with the introduc- 
tion of the Terraplane Challenger 
series have had an immediate 
response in a marked increase in 
sales volume, the company states. 


The stimulation of interest oc- 
casioned by lower price an- 
nouncements have resulted in a 
forward surge of sales for last 
week as compared with the pre- 
vious seven-day period. The gain 
for the week was about 20 per 
cent, they say. 


Passenger Sales 
For April Reach 
222,900 Units 


(Continued from Page 1) 


estimated. The commercial ve- 
hicles sold during this month, in 
the whole United States, num- 
bered 38,882, which exceeded early 
estimates by 882 units. The April 
sales total marks an increase of 
14.71 per cent over March of this 
year when 33,894 trucks were 
sold. In April, 1933, but 17,301 
commercial cars were registered. 
The sales during April of this 
year, therefore, show an increase 
of 124.74 over a year ago. 

The total number of commer- 
cial cars sold in the United States 
during the first four months of 
1934 amounts to 120,155, as com- 
pared with 48,651, the registra- 
tion figure for the same period 
of 1933. The three-month regis- 
tration total for this year, ending 
with March was 81,273. 


¢__a word in 
edgewise” 


Paaqge A) 

and hurried back aboard our 
train to get cooled off. Once 
again we were gliding past fields 
lush with new greenery in glar- 
ing contrast to the greys and 
yellows of the desert lands we 
had passed. If there is a draught 
in Kansas no one could discover 
it following the old Santa Fe 
Trail of covered wagon days this 
morning. Which reminds me that 
a good friend of mine in Detroit 
has regularly for some 20 years 
carefully clipped and mailed me 
the annual newspaper report of 
the destruction by frost of Michi- 
gan’s peach crop. Yet each year, 
when harvest time comes, the 
complaint of the growers is that 
the market is glutted. 


(Continued from 


* * * 


EVEN HERE in Kansas City 
today there is little to remind one 
of the scars of the recent depres- 
sion. The races are on in full 
blast and running before daily 
crowds of 6,000 to 10,000 so I’m 
told. The shopping district is 
crowded and the stores show as 
much new merchandise as I have 
seen anywhere along the route. 
Few turn to look at the new cars 
to be seen on every street and I 
could find none missing which 
were shown this year at the 
national shows. 


* * * 


BEFORE THIS reaches my im- 
patient public your announcer 

ill be back in the old harness 
with, we hope, a better picture of 
the wide territory ADN is pledged 
to serve and a broader concep- 
tion of our responsibility to the 
thousands of men who must 
wrest their livelihood from an in- 
dustry although separated by 
days from its boiling caldron of 
news.—G. M.S. 


Terraplane Challengers are coming off the line at Hudson Motor Car Company in growing numbers as a 
result of price reduction announcement which has stimulated buying interest. 
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THE INQUIRING REPORTER 


N these columns Automotive Daily News will attempt to 
give a cross-section of opinion among members of the 
trade on subjects of interest to the trade. Readers are in- 


vited to participate in this symposium by expressing their 
opinions on questions asked by the Inquiring Reporter and 
also by suggesting questions upon which they would like to 


obtain the opinions of others. Dealers, distributors, manu- 
facturers, and association chiefs are invited to make use of 
these columns. 





TODAY’S QUESTIONS: “What percentage of your capital invest- 
ment is in service facilities? What percentage of your gross profit 
comes from service?” 

Clinton E. Keating, Keating Bros., Inc., Stratford, Conn., Ford: 
“We have a substantial investment in servicing equipment, probably 
on a par with most dealers of our type. Our service volume this 
year has not increased although car sales have moved up materially. 
We are showing a good profit in our service department and have 
for some time.” 


* 


ok 


A. Hendrickson, treasurer, Community Motors, Inc., Chicago, 
Pontiac distributor: “Of our capital investment 27.5 per cent is in 
service facilities distributed as follows: 2.5 per cent in parts and 
accessories inventory, 5 per cent in machinery and equipment and 
20 per cent in land and buildings. 30 per cent of our gross profit 
comes from service.” 


N. 


P. T. Stewart, Stewart Motor Co., Bridgeport, Conn., Willys: “Our 
investment in service equipment is sizable and probably equivalent 
to the average. Service volume this year has increased in about the 


same proportion as car sal Our service department is showing a 


profit of approximately 25 per cent.” 

M. J. Lanahan, president, M. J. Lanahan, Inc., Chicago, Dodge- 
Plymouth dealer: “Between 16 and 17 per cent of our capital invest- 
ment is devoted to service facilities. The figure in the case of any 
concern as compared with others would be largely determined by 
whether the land and buildings are owned or leased. The proportion 
of our service income to total income is 13 per cent.” 


2 


B. G. Sykes, vice-president, Bird-Sykes Co., Chicago, Graham dis- 


tributor: “Twenty-five per cent of our capital investment is in 
service facilities and one-third of our gross profit comes from 


service.” 
i“ fs 

A. W. Muirhead, Packard Motor Car Co. of New York, Bridgeport, 
Conn., Packard: “Our service department is a large one and repre- 
sents a considerable investment. Its volume this Spring is consider- 
ably greater than last year and in fact is showing an increase which 
is proportionately greater than that of car sales. The department 
is breaking even at the present time.” 


Henry R. Levy, president, Studebaker Sales Co. of Chicago: “We 


have about 25 per cent of our capital investment in service facilities | 


and around 20 per cent of our gross income is derived from service.” | = 


* 


J. C. Bednar, J. C. Bednar Motors, Inc., Bridgeport, Conn., Hudson: 
Service | 


“We have a good-sized investment in service equipment. 

volume this year is increasing in about the same proportion as sales | 

of new and used cars, and the department is now showing an average 

profit of from 10 to 15 per cent.” 
* 


* Pa 


O. H. Baehler, wholesale manager, 
Terraplane-Hudson distributor: “Taking our wholesale and retail | 
operations in combination, our service facilities represent 12% per | 
cent of capital investment. On the same basis, 6.1 per cent of our | 
gross profit comes from service. It is easy to see that the percent- | 
ages vary with such factors as age of the company, whether the | 
concern is distributor or dealer, and the bookkeeping system 


employed.” 


a 


| Pontiac Makes Two | 


Auburn Economy Test D | 
Personnel Changes | 


Gets 26 Miles Per Gal. 


Auburn, Ind., June 1.—All rec-| Pontiac, June 1A. W. L. Gil- 
ords for gas mileage economy| pin, general sales manager of 
for a full size automobile are| pontiac Motor Co., has an- 
believed to have been broken by| nounced the appointment of A. 
an Auburn Six brougham, it was C. S. Olsen as manager of the | 


announced here by officials. 

The car, owned by the South- 
west Automobile Co., Auburn dis- 
tributor for St. Louis, Mo., was 
driven from St. Louis to Spring- 
field, Mo., and return, a distance 
of 441 miles using only 16.4 gal- 


Atlanta zone. Succeeding Olsen | 
as head of the business manage- 
ment department is M. P. Tom- 
linson, formerly assistant man- 
ager of the department. 

Olsen has been associated with 


lons of gasoline, gong | an — General Motors for seven years. | 
9R QC 2s ¥¢ - : . 
age of 26.89 miles to the gallon’) ro mlinson’s GM _ experience 


Throughout the run the speed of 
the car was kept at approxi- 
mately 35 miles per hour. 


started in Minneapolis in 1928 as 
city accounting manager for 
Chevrolet. 





Bank Lauds Industry 

Montreal, Can., June 1.—The 
Bank of Nova Scotia in _ its 
monthly review regards improve- 


| Canadian Guild Winners 
Display Coaches at Fair 


ment in the automobile industry Montreal, Can., June 1. ‘Three 
as one of the “most striking de-| youthful Canadian participants 
velopments” in the manufactur- in the Fisher Body Craftsman’s 
ing field and says that production | Guild Contest will be further 
during the first quarter of this) honored next month when the 
year reached the highest point | model Napoleonic coaches, with 
of any first quarter since 1931.) which they won the $5,000 Cana- 
It estimates exports of automo-| dian scholarships in the 1933 


biles during the first three | Guild competition, go on display 
months of the year at 10,403, an| at the Chicago World's Fair. 

increase of 300 per cent compared The models, priceless examples 
with figures from the first quar-| of fine craftsmanship, are the | 
ter of 1933, and domestic sales| handiwork of Joseph Olafson, | 
of cars at a figure of 30 per cent/| Leslie, Saskatchewan, and David | 
greater than in the first three| Tennent and Richard Guthrie, 
months of last year. both of London, Ontario. 








Butler Motors, Inc., Chicago, | 






| attained 


| phis 
| operating under blanket code of | 








Memphis Dealer Group 
Pledges Defense of NRA 


Memphis, Tenn., June 1—Mem- 
phis automobile dealers came to 
the defense of the NRA criticised 
in the Darrow report at their 
meeting here Thursday. The as- 
sociation adopted the following 
resolution: “Whereas the Mem- | 
automobile dealers began | 


the National Recovery Act at its 
inception and have operated un- | 
der the motor vehicle retailing 
trade code since effective date and 
are highly pleased with the success 
under its operation, 
wages increased, hours shortened, 





employment increased, and it has 
brought about an improved con- 


| dition from a fair trade practice | 
| standpoint. 
| eral 


“And whereas gen- | 
business conditions in the 
south have been greatly improved | 
under the New Deal, | 

“Now, therefore, be it unani- 
mously resolved that the Presi- | 
dent of the United States be! 


|} age and foresight in 


Costello Appointed 
Federal Sales Aide 


Detroit, June 1.—J. F. Bowman, 
vice-president in charge of sales 
of the Federal Motor Truck Co., 
announces the appointment of 
W. W. Costello as assistant sales 
manager. Costello will assist in 
the supervision and direction of 
Federal’s factory field force and 


work with district sales man- 


agers in the development of the | 


dealer organization. 

Costello, prior to joining the 
Federal organization, was a dis- 
tributor of motor trucks and pas- 
senger cars. Before that time he 
was associated with the Garford 
Motor Truck Co., Lima, Ohio. 


heartily commended for his cour- 
the inaug- 
uration of the NRA and for won- 
derful results obtained  there- 
from. Be it further resolved that 
the dealer organization herewith 
pledge its continued co-operation 
and support.” 


May Production 
339,000 Units, 
Survey Shows 


(Continued from Page 1) 
sized producers who got off to 
late starts and who are now oper- 
ating at near capacity. 

Production during the last week 
of May was sharply curtailed by 
the closing of plants for Memorial 
Day with several companies ex- 


tending the shutdown through- 
out the remainder of the week. 
Hudson, Graham and Cadillac 


were closed for the latter part of 
the week and will re-open Mon- 
day. Hupp was to re-open Thurs- 
day, but was not to operate today 
nor Saturday. 

Ford Motor Co. was closed for 
the holiday and some departments 
will not resume until next Mon- 
| day. Chevrolet will be closed 
only for one day will also 
Packard. Chrysler divisions are 
closing for the holiday only. 


as 


ql 





prove that the Ford can take it 


ROAD racing is a test of dependability. You can’t win without speed, but in the Ford V-8 


Elgin Road Race. 


America’s toughest! Seven Ford V-8’s finished 


first. Fred Frame, winner. Average speed, 80.22 


miles per hour. 


203 miles for stock cars. 


Targo Florio Hill Road Race. 
stock cars over 1.38 mile circuit packed with 


sharp curves and steep grades. 


speed is only incidental. It’s the stamina of this car, its dependability, its ease of handling 


—in other words, “road performance” —that makes the Ford V-8 a joy to drivers. 


150 miles for 


First ten places 


won by Ford V-8’s. Lou Meyer, winner, averaged 


51.33 miles per hour. 


Gilmore Gold Trophy. 250 miles for stock 


cars on B-shaped 2-mile dirt track. 26 en- 
trants. Ten Ford V-8’s finished first. Stubby Stub- 


blefield, winner. Average speed, 60.36 miles per 


hour. 


V-8 which won was only stock car of 26 entered. 


Jacksonville Road Classic. 100 miles over 


2-mile course. No limitations 


| Driver, Sam Purvis. Time, 1:38:1. No stops. 


speed 77.68 mi 


on cars. Ford 


Oakland Speedway. 250 miles for stock cars. 
8 of 20 entries were Ford V-8’s. 


taken by Fords. 


First 6 places 
Lou Meyer, winner. Average 


les per hour. 


On every road, on every hill, in every traffic 
tie-up, the Ford V-8 shows the same reliability, 
the same responsiveness that brought it home in 


front in these quality-testing races. 


“WATCH THE FORDS GO BY” 











th Dimension 


The News of Automotive Advertising 
By LOU FOLEY 





T 


HAT INCREASED newspaper advertising has played 
a highly important part in the fact that Plymouth 


sales to dealers for the first four months of 1934 have 
exceeded the $71,000,000 mark, is the claim of J. B. Wag- 


staff, advertising director of 
So far this year, he says 


that corporation. 
Plymouth’s advertising ex- 


penditures have been substantially greater than those for 
the same period in 1933. Plans now under way call for 


the largest appropriation 
expended by the company at this 
season of the year. 

“Sustained newspaper adver- 
tising has played a great part in 
Plymouth sales rise over the last 
three years,” Wagstaff says. “It 
is interesting to note that with 
our expanded budget, the more 
than $70,000,000 worth of cars 
shipped the first part of this year 
was more than one and three- 
fourths times our shipments at 
the same time a year ago.” 

+ og 


THE FIRST advertising con- 
ference between central office 
officials and selected Chevrolet 
dealers from all parts of the 
country was held in Detroit last 
week. Dealers, members of the 
Chevrolet advertising department 
and the creative staff of Camp- 
bell-Ewald were guests of W. E. 
Holler, Chevrolet general sales 
manager, at dinner at the Book- 
Cadillac, this event climaxing a 
three-day session. 

* + 7” 


A DISTINGUISHED contribu- 
tor to the Guildsman, official or- 
gan of the Fisher Body Crafts- 
man’s Guild, is Anna Roosevelt 
Dall, daughter of the President. 
The current issue also contains 
an article by Daniel Carter Beard, 
Guild President and National Boy 
Scout commissioner, 

* cad oe 


ESTIMATING that more than 
2,000,000 cars will travel the high- 
ways in 1934, the Ethyl Gasoline 
Corp. announces a national cam- 
paign to widen the use of prem- 
ium fuel. Daily and weekly news- 
papers throughout the U. S. and} 
Canada will be utilized by the | 


oa 


Dealers And Car Makers 


Voice *“‘Show”’ Protests 


(Continued from Page 1) 


and it is felt that this valuable 
publicity might be lost if the New 
York show is discontinued. Also 
they point out that it would be 
difficult if not impossible to in- 
duce all manufacturers to hold 
their new models until the time 
of the spring showing. Added 
to this is the fact that the na- 
tional shows in the past have pro- 
vided manufacturers with an op- 
portunity to meet with their deal- 
ers and discuss programs for the 
coming year. 

Just what will be the eventful 
fate of the national shows is now 
problematical and discussions cen- 
ter around the most advantage- 
ous time of year for the skows if 
they are continued under plans 
similar to those followed in the 
past. 


Mince No Words 


Chicago, June 1.—Important in- 
terests in Chicago are stirred up 
over the possibility that the big 
national automobile show may be 
lost to this city and are register- 
ing their objections to the Na- 
tional Automobile Chamber of 
Commerce in no uncertain terms. 
Leading in the protests are the 
Chicago Association of Commerce, 
the large department stores, lead- 
ing hotels and newspapers, 

While discontinuance of the an- 
nual winter show would involve 
a large loss of revenue, the pleas 
are being based on other factors, 
particularly the value of the ex- 
position each year in stimulating 
motor car sales and getting the 


ever © 








a eal 

corporation’s licensees, which in- 
clude more than 100 leading oil 
companies. 

Magazines of general circula- 
tion, farm publications, and trade 
journals, chiefly in the automo- 
tive, aviation, oil and gasoline 
fields, will carry a total of 183,- 
624,321 advertisements. Billboards 
and posters will be the other ve- 
hicle of education. 

* eo * 


BROOKE, SMITH & FRENCH, 
Inec., Detroit, announce _ that 
Michigan members of Dixie Dis- 
tributors, Inc., largest group of 
independent distributors of petro- 
leum products in the U. S., have 
formed a special corporation to 
finance an advertising campaign 
which will be handled by the De- 
troit agency. The campaign mo- 
tif will be the weather and the 
ability of Dixie products to per- 
form satisfactorily under any 
weather conditions. Weather flags 
and a key to their meaning will 
be used prominently in all news- 
paper copy. 





* * * 


DIMENSIONETTES: News 
comes from Fritz Schneider, long 
with Advertisers, Inc., and Mac- 
Manus, Inc., now assistant adver- 
tising manager of the Standard 
Oil Co. of New Jersey, that Frank 
J. Kivlan has been elected a vice- 
president of Kelly, Nason & 
Roosevelt, Inc., New York. He 
will be in charge of new busi- 
ness . . . Two talking pictures 
that tell the spark plug story 
from both the manufacturing and 
merchandising angles, have been 
released by the Champion Spark 
Plug Co., of Toledo, O. 


automobile season off to a flying 
start. 

The idea of holding nation- | 
wide shows simultaneously in the 
spring is looked upon with favor 
but not as a substitute for the | 





national winter shows in New} 
York and Chicago. The spring 


effort, it is contended, should be 
a supplementary drive. 

It is maintained here that no 
automobile show plan can effec- 
tively replace the two national 
expositions which have been held 
annually for the past 34 years. 

The move to drop the two na- 
tional shows is considered here 
to be ill-timed in view of the| 
dramatic forward strides on the | 
part of the NACC show commit- | 
tee and Manager Alfred Reeves | 
in utilizing the facilities of Grand 
Central Palace and the Coliseum, 
and injecting more showmanship 
of a crowd attracting and crowd 
appealing nature. 


Vesper Restates Plan 

St. Louis, Mo., June 1.—Com- 
menting today on the proposed 
plan to supplant the New York 
and Chicago shows with simul- 
taneous dealer shows, F. W. A. 
Vesper, president of the National 
Automobile Dealers Assn., spoke 
as follows: | 

“T would say, in regard to the 
matter of dealer shows in New|} 
York and Chicago, that it is in 
accordance with a talk I made in 
Detroit early this year. At that 
time, it will be recalled, I advo- 
cated that the dealers conduct 
shows in both New York and Chi- 











; more 


| dates mentioned 
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18 De Sotos, All in a Row 





National Guardsmen and Regular Army officers manned this fleet of 18 De Sotos to answer emergency 
calls during the Memorial Day race at Indianapolis. 





cago and still believe that this is 
the proper way it should be han- 
dled. 

“However, I have a strong feel- 
ing that the manufacturers them- 
selves should hold a show in De- 
troit prior to any dealer shows 
anywhere in the country, this 
show to have for its purpose the 
acquainting of dealers with the 
new models, improvements, etc., 
prior to their being shown to the 
public generally. 

“Of course, the idea that has 
been expressed that all dealer 
shows throughout the nation be 
held simultaneously is a new 
angle which has some good fea- 
tures but the biggest objection to 
it is that the southern states and 
others where the season opens 
very early would be at a big dis- 
advantage as compared to their 
northern brothers where the sea- 
son opens so much later. How- 
ever, this may be of minor im- 
portance but would have some 
bearing. 

“Another difficulty would be for 
shows to get special chassis and 
other exhibits of interest that 
have been passed on from one 
show to another as formerly has 
been done and then the question 
of show samples would seem to 
be one of considerable moment to 
manufacturers who would have 
to get out a large number of cars 
early and the samples could not 
be passed from one show to an- 
other as has been the case in 
the past.” 





*‘Dealer Shows Better” 
Washington, D. C., June 1.—R. 
J. Murphy, manager of the Wash- 
ington Automotive Trade Assn., 
had the following to say today 
concerning the NACC suggested 


| “dealer shows” plan: 


“I believe the NACC dealer 
shows plan is very important to 
automobile dealers and am of the 
opinion that the dealer shows 
would be in the long run, insofar 
as retailing sales are concerned, 
effective than manufactur- 
ers. In other words let the auto- 
mobile show be for the automo- 
bile owner and not for the auto- 
mobile dealer. 

“T like the idea of holding auto- 
mobile shows simultaneously 
throughout the United States but 
my further opinion is, and same 
is based on our experience here 
in Washington, that the tentative 
in the article, 
namely Feb. 15 to Mar. 1, is too 
late in the season. I believe that 
the automobile shows should start 
the first Saturday in January 
after the first Monday following 
Jan. 1. 


“While it is true that as many 
actual sales will not take place 
during a show held in January as 
one held in the latter part of 
February, nevertheless, I am sure 
that there will be more interest 
displayed that will result in ac- 
tual future sales if the show is 
held in the early part of Janu- 
ary rather than in the latter part 
of February. 

“Of course my idea for the Jan- 
uary date is predicated on the 
fact that the manufacturers will 
have their new models ready for 
display and delivery at that time. 
My objection to the February date 
is that being under the impres- 
sion that the manufacturers will 
announce their current year mod- 


els on or about Jan. 1, it means 
that if the show was held in the 
latter part of February the mod- 
els are approximately 45 days 
old, the people have seen them in 
the show rooms and on the street 
and consequently are not inter- 
ested in going to an automobile 
show to see them.” 





Unalterably Opposed 


Baltimore, Md., June 1.—‘“We 
are unalterably opposed to the 
elimination of the national auto- 
mobile shows. We feel such a 
move would destroy a tremendous 
amount of sales stimulation and 
would impose upon the independ- 
ent retail dealer of America the 
unwarranted task of picking the 
manufacturer’s ‘chestnuts out of 
the fire’ in the gigantic task of 
popularizing the new models, 
which undertaking is the manu- 
facturer’s inherent duty.” 

This was the gist of a letter 
sent to the National Automobile 
Chamber of Commerce by John 
E. Raine, general manager of the 
Automobile Trade Assn. of Mary- 
land, in answer to a recent bul- 
letin released by the Chamber 
asking for the views of trade 
association executives with re- 
gard to the elimination of the 
national shows. 

“We believe,” said Raine, “that 
ending the national shows would 
lose to the industry a tremendous 
amount of valuable publicity and 
would seriously affect distribu- 
tion. 

“Nor can we see any advantage 
to the staging of local shows or 
the creation of an ‘Automobile 
Week’ such as contemplated by 
the NACC. 

“The local shows throughout 
the country look to the national 
shows as the starting gun in the 
selling season and they obtain 
from the national displays many 
feature exhibits that materially 
add to their attraction to the 
public. 

“Summarizing his list of rea- 
sons for the continued mainten- 


suggested that if the discontinu- 
ance of the national exhibitions 
were contemplated as an _ eco- 





| Lett to right, 


ance of the national shows, Raine | 





The First Race Plaque 


nomic move on the part of the 
manufacturers that they under- 
take a re-organization of their 
show activities and_ eliminate 
many of the special hotel dis- 
plays and other incidentals. 





Charges Selfishness 


Des Moines, Ia., June 1.—Ob- 
jections were voiced against the 
proposed plan to substitute “deal- 
ers shows” for the N. Y. and 
Chicago national shows by Wal- 
ter Ferrell, secretary-manager of 
the Iowa Automotive Merchants 
Assn., in a statement here today. 
He said: 

“It would be a splendid and 
economic move on the part of 
manufacturers. 

“It would be a burden and an 
obligation to dealers. 

“Des Moines and other Iowa 
cities which have a building large 
enough hold shows annually. Des 
Moines has only one building 
large enough for the purpose and 
there is a convention in it every 
week of the first quarter of each 
year. By agreement Des Moines 
dealers take their turn for the 
building for a week show. Deal- 
ers in all other Iowa cities are 
governed accordingly. It would 
be ridiculous to force Des Moines 
dealers to hold their show a cer- 
tain week or not at all. 

“Dealers from every county in 
Iowa attend Des Moines’ show 
and it would be ridiculous to 
force other cities to hold their 
shows during the same week 
thereby eliminating their attend- 
ing the Des Moines show. 

“We may be wrong in feeling 
that it is a selfish and profitable 
move on the part of manufactur- 


” 


ers. 


New Permite Catalog 

Cincinnati, O., June 1.—Alum- 
inum Industries Inc., of this city, 
manufacturers of Permite Pro- 
ducts, has just issued a new 
catalog, containing a listing of 
Permite parts for all models in 
the Ford, Chevrolet and Ply- 
mouth’ group. This enlarged 
edition includes numerous items 
that have been added recently to 
the Permite line. 





E. V. Rickenbacker, president of the Indianapolis 
| Speedway; Amelia Earhart, famed woman flier; L. G. Peed, general 
sales manager of De Soto, and Col, Roscoe Turner, starter of the 
Memorial Day race, at Indianapolis. 


Peed is holding the first trophy 


awarded a winner of the classic. 
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(Continued from Page 1) 


impromptu speech, which fol- 
lowed the general trend of talk 
of the evening. 

“T do not want to criticize the 
government,” he said, “But it is 
unfortunate that there is a grow- 
ing class of people who are try- 
ing to build up hatred between 
the laboring man and the man 
who meets the payroll. I have 
great confidence in the future. I 
believe if the present trend is too 
far in the wrong direction, the 
people will rise in their might 
and stop it.” 


* * * 


IT WAS at the GM dinner that 
I ran across Thomas E. Wilson, 
one of the big packers, with 
whom I sympathized over the 
burning of the famous Saddle 
and Sirloin Club in the recent 
stock yards fire. 


“Don’t worry about the loss of 
the oil paintings of the beef 
barons,” said Wilson. “Lucky 
thing, the club had photographs 
of all of them and it is our in- 
tention to have the pictures re- 
painted and put in the gallery 
of the new club house when it is 
built.” 

o* * * 

I SEE by the papers, as Will 
Rogers might say, that Leon 
Duray, owner of the car that fin- 
ished second in the Indianapolis 
race, has protested the victory of 
Cummings and has threatened to 
go to the courts if the AAA turns 
him down. 


Which recalls one famous pro- 
test that went this route and 
which got the protestor nothing 
but a bill for lawyers’ fees. That 
came out of the Glidden tour of 
1910 when Premier protested the 
Chalmers victory. The Premier 
had been disqualified because the 
technical committee had ruled 
that the oiling system used was 
not stock. Otherwise the Premier 
would have won the trophy. 

The AAA Contest Board sup- 
ported Chalmers and Premier 
went to court. The decision was 
that the Glidden tour being a 
sporting event the promoters of 
it had a right to make their own 
rules and decisions. 

* a a 

“UNFAIR TO FORD” is the 

caption on an editorial in the 





Defiance Offers Plug 
For Radio Reception 


Toledo, O., June 1.—After three 
years of research and develop- | 


ment, Defiance Spark Plugs, Inc. 
has placed on the market a new 
radio spark plug. This plug has 
a positive electrical connection 
from the terminal to the spark- 
ing point, is said to be highly 
effective in eliminating the inter- 
ference in automobile radios 
caused by the engine. 

In addition to a positive electri- 
cal connection, the Defiance radio 
spark plug has several additional 
engineering features. It is said 
to be free from springs or pres- 
sure contacts. The amount of 
heat transmitted to the register, 
it is claimed, is carefully con- 
trolled by the use of a small 
diameter wire of low thermal 
conductivity. Low value registor 
with correct electrical character- 
istics eliminates fouling of spark 
plugs and assures adequate spark 
at extremely high speeds, the 
makers say. 


Charter Amended 


Richmond, Va., June 1 (UTPS). 
—An amendment to the charter 
of the Stewart-Warner Corp. re- 
duces 
capital stock from $20,000,000 to 
$10,000,000, reduces its minimum 
authorized capital stock from 
$12,000,000 to $6,000,000, reduces 
the par value of shares from $10 
to $5 each and reduces its ac- 
tually issued and outstanding 
capital stock from $13,005,820 to 
$6,502,910. 


its maximum authorized | 












which comments 
decision 


Detroit News, 
on the court 
ington 
bid for government business. 


It is called an “irrevelant and 
an unwarranted aspersion” and 
the editorial says “the law is the 
law and the technicality in Henry 
Ford’s refusal to sign up under 
NRA may or may not under the 
law have required a _ decision 
denying the acceptance of the 
Ford agency’s bid. But a com- 
pany which has met and bettered 
the wage and hourly work scales 
of NRA is not blocking recovery 
and is not a wealthy and power- 
ful concern ‘defying the govern- 
ment of the United States to en- 
force NRA.’ The Ford company 
has assisted the enforcement of 
nine-tenths of the legal and auto- 
mobile code by voluntarily ac- 
cepting, applying and surpassing 
them.” 


in Wash- | 
which rejected the Ford | 





New McLaughlin-Buicks 


Announced in Canada 


Montreal, June 1.—Reports that 
McLaughlin-Buick would soon in- 
troduce a new line of cars in a 
lower price bracket were con- 
firmed today by R. S. McLaugh- 
lin, president of General Motors 
of Canada, Ltd. 
he said, would invade 


a price 


The new series, | 


field hitherto untouched by Mc-| 


Laughlin-Buick. 
The new lower 
Laughlin-Buicks, 


priced Mc- 


McLaughlin | 


said, are to be identical in design | 


and construction with the pres- 
ent three series, featuring 
straight eight valve-in-head mo- 
tor of nearly 100 horsepower, and 
floating ride with knee-action 
front wheels. 


Auburn Convoy to West 

Connersville, Ind., June 1.—A 
convoy of 35 new 1934 Auburn 
ears left here today for Los 
Angeles for delivery to the 
Auburn-California Co. The mod- 
els were made up of broughams, 
sedans and phaeton sedans, both 
sixes and straight eights. 


a | 





Foreign Trade 
Shows a Slight 
Drop in April 


Washington, June 1.— United 


States foreign trade declined 


value during April, 1934. Ex- 
ports, including re-exports, of 
foreign merchandise, aggregated 
$179,444,000 as compared with 
$191,015,000 in March. Genera) 
imports, which includes goods| 
entered for consumption imme- 


diately upon arrival plus goods 
entered for storage in bonded 
warehouses, were valued at $146,- 
517,000 in April and $157,908,000 
in March, The net balance of 
merchandise exports, 


in | 


| sumption for April 


| spectively. 





amounting | 


to $32,927,000, was $180,000 less | 


| than in March. 


The decline of 6 per cent in 
exports during April was in ac- 
cord with the usual seasonal 
change for the month; the ad- 
justed index remained unchanged 
at 50 per cent of the 1923-25 av- 
erage. 

Exports of United States mer- 





Sy Few PARTS have to 


meet demands as se- 


vere as those encountered by automobile ring-gears. 


Steel for ring-gears must combine great strength 


and high shock resistance, to stand the stresses en- 


countered in use, with easy machining and uniform 


heat-treating properties to facilitate production. 


In perfecting Bethlehem Nickel-Molybdenum 


Gear Steel untold effort has been devoted to the 


development of melting practice that will turn out 


consistently, heat after heat, gear steels that meas- 


ure up to exceptionally high standards in respect 


to all of these points. 


Of course, close adherence 


to the customer’s specifications and cleanliness of 


the steel are fundamental, and taken for granted. 








imports for con- 
aggregated 
$176,499,000 and $141,137,000, re- 
Goods entered upon 
arrival in the United States dur- 
ing April were valued at $121,- 
117,000 and withdrawals from 
warehouse at $17,020,000. 

Among the 11 leading groups of 
exports of United States mer- 
chandise, machinery and vehicles 
recorded a further increase of 
$2,000,000 during April while non- 
metallic mineral products and 
wood and paper showed advances 
of $3,300,000 and $500,000, respec- 
tively. 

Exports of automobiles, includ- 
ing parts and accessories, were 
$800,000 larger in value in April 
than March. 


chandise and 


S. C. Registrations Up 

Columbia, S. C., June 1.—Reg- 
istration of new automobiles in 
South Carolina for the first four 
months of this year jumped 117 
per cent over the same period of 
last year, according to officials 
of the State highway department. 
Truck registrations increased 164 
per cent. 


But beyond these basic factors are other proper- 


ties, less easily specified or controlled, that the 


melter must keep in line by the exercise of highly- 


developed “steel-making sense.” 


Ability to do this has come as the natural out- 


growth of years of close liaison, maintained by 


alert metallurgists, between the customer’s plant 


and the open-hearth furnaces. 


The result is that in tooth strength, in ma- 


chinability, in uniform heat-treating character- 


istics, in freedom from warpage, Bethlehem Nickel- 


Molybdenum Gear Steel is outstanding. It is used 


in the ring-gears and pinions of many of today’s 


motor Cars. 


—— 
ry ataledala 


STEEL 


BETHLEHEM 7c ALLOY STEELS 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
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Ford Traveling Service School Carries On 


Traveling Service Schools 


Instruct Ford Repair Men 


June i1—The 
instruction in the fine 
points of Ford car repairs and 
service provided for mechanics 
employed in the 7,000 Ford deal- 
erships in the United States is 
now being amplified by means 
of a fleet of specially-equipped 
travelling schools operating from 
each of the 32 Ford branches in 
the country. 

Twenty-eight 


Detroit, 
thorough 


thousand mech- 
anics and service managers in 
Ford dealerships attend the 
schools. A similar number of em- 
ployes other than those actually 
engaged in the repair and serv- 
ice whose duties demand some 
familiarity with the subjects 


covered also are given the priv- | 


In 

mechanics 

garages 
Ford 


addition, 

in 
are 
cars 


ilege of attending. 
several thousand 
other than dealer 
given instruction for 
and trucks. 

The equipment of the 
ling schools is carried in Ford 
V-8 sedan deliveries. There 
also featured a complete explan- 
ation of the Ford parts exchange 
plan and a display of many of 
these parts in addition to an as- 
sortment of precision tools 


travel- 


connection with the Ford cars 
and trucks. 
Held at Night 

The schools are held at strat- 
egically located points, with 
mechanics from adjacent towns 
driving in for attendance. The 
sessions are held at night, and 
consists of a series of lectures 


presented by*trained instructors. 

In the course of each school 
the following subjects are taken 
up and fully covered: lubrication, 
engine tune-up and safety serv- 
ices, brakes, wheel 
front axle, steering gear, engine, 
carburetion, cooling. system, 
electrical system, transmission 
and clutch, rear axle, frame, body 
work, special equipment. 


Illustrated lectures are given | 


Many Need New Cars 
Columbus, O., June 1 (UTPS). 
That many residents of Ohio are 
in need of cars is shown by a 
recent survey made by the Ohio 
Motor Vehicle Bureau. The sur- 


vey showed that of the 1,153,936 
passenger cars registered in the 
state on April 1, 1934, one-half or 
592,000 were over five years old. 


DeVilbiss Booth Controls Dust 


alignment, | 


usual | 





. ! 
is | 


de- | 


signed to facilitate operations in | 
| shock absorber adjustments and 


| 








and opportunity afforded to 
students to ask questions and re- 
ceive answers or instructions per- 


taining to the subject in question. | 
serv- | 


Numerous short cuts in 
ice procedure are given, insur- 
ing the saving of time and re- 
sulting in more accurate work. 
Particular emphasis is placed on 
the correct method of disassemb- 
ling and reassembling the new 
Ford V-8 motor. 

Exchange Parts 


Prominent among the displays | 
installed in each of the travelling | 


schools is one consisting of parts 
now included in the Ford ex- 
change list. 
buretors, distributors, fuel pumps, 
shock absorbers, clutch assembly, 


main bearings and other parts 
may be exchanged by the cus- 
tomer for factory reconditioned 


parts at a cost far below that of 
replacing new. The above is in 
addition to the Ford Motor Co.’s 
engine exchange plan which has 
been enthusiastically accepted by 
dealers, fleet owners and the gen- 
eral public. 

Other equipment in the display 
includes a finished V-8 motor 
block, an apparatus to test gaso- 
line mileage, tools for making 


repairs, reamers, gauges for test- 
generator cur- 


ing oil pressure, 
rent indicators, a sand blaster 
for cleaning spark plugs, wheel 


pulling apparatus, clutch as- 


sembly tools and complete valve | 


grinding apparatus. 

In addition to these travelling 
schools, the attention of the 
tire personnel in the Ford branch 
organization is being given to 
the schools, insuring their wide 
success. Numerous plans _ for 
helping Ford dealers and inde- 
pendent garages to meet service 
problems are being presented in 
connection with the schools, in- 
cluding accounting and credit 
methods as well as salesmanship 
in the field of service repair. 


Poxson on Coast 


Los Angeles, June 1.--Elijah G. 


Poxson, general sales manager of | 


the Reo Motor Car Co., recently 
visited southern California on a 
western dealer visiting tour. Hé 
is now visiting other Pacific 
Coast points accompanied by 
Wilmer Wood, manager of Reo 


| coast branches. 


This new booth announced by DeVilbiss is designed to prevent the 
discharge of heavy, solid, sticky paint residue to the outside of 
buildings. It also controls dust. 


Under this plan car- | 


en- | 


| Products Co., 


| eral 








Oat ay L894 





Cireo Products 
Has Licensing 


Pact With GM 


Cleveland, O., June 1.—With 
the issuance of a new “Facts” 
folder on piston tin plating, an- 
nouncement is made by the Circo 
of recently com- 
pleted negotiations with the Gen- 
Motors Corp., whereby a 
purchaser of a Circo Electro 
plating machine will be licensed 
to plate replacement pistons with 
tin under the U. S. and Can- 
adian patents controlled by Gen- 
eral Motors Corp. Also, such 
purchaser is privileged through 
the Circo Co. to use the same tin 
plating solution as used by car 
and truck manufacturers and as 
controlled under U. S. patent by 
E. I. duPont De Nemours and 
Co. 

Electro tin plated pistons are 
now being used as_ standard 
equipment by Buick, Oldsmobile, 
Pontiac, Studebaker, Cadillac, 
LaSalle, GMC, White, Mack and 
others. The tin plating of re- 
placement pistons with the Circo 
equipment and process is a serv- 
ice now available thru licensed 
automotive parts jobbers, it is 
said. 

The new “Facts” folder explains 
how the electro tin plating pro- 
cess deposits a thin coating of 
soft, plastic tin over the bearing 
surfaces of the piston, which im- 


mediately “gives away” should 
the piston, have a tendency to 
seize. The folder tells how it is 


possible to fit cast iron tin plated 
pistons to as low as .001 inch 
clearance; how any piston which 
can be gotten into the bore with 





a light push fit will function 
properly; and how the engine can 
be operated practically full speed 
immediately after reconditioning. 
The folder further explains how 
the tin coating provides a per- 
fect lubricating and bearing 


High Capacity 
Generator Made 


by Delco-Remy 


Dayton, O., June 1.—A new type 
of high capacity automobile gen- 
erator has been developed by the 
Delco-Remy Corp. to meet the 
increased electrical load imposed 
by unusual operating conditions 
and such car accessories as 
radios, fan-driven heaters, cigar 
lighters and road lights. It is 
known as the Delco-Remy “aero 
volt” generator, model 935-L, and 
is made available to the trade 
through branches of United Mo- 
tors Service and their authorized 
electrical service stations. 


When the generator is hot, am- 
perage output exceeds 16 at road 
speeds between 20 and 50 miles 
per hour. Even at a 75-mile road 
speed, output remains above 12 
amperes, the company claims. 
To obtain this high capacity 
without overheating, the gener- 
ator is equipped with ventilating 
louvres and a new vacuum fan 
built integral with the belt pul- 
ley. This feature, available for 
service needs for the first time in 
a factory-approved generator, 
creates a forced draft of cooling 
air which maintains a favorable 
operating temperature under all 
conditions. 

The generator, battery, lights, 
and other electrical units are pro- 
tected against damage from high 
voltage by a special automatic 
type of voltage control. A safety 
fuse provides still further pro- 
tection. 

The “Aero Volt” Generator is 
finished in crystal enamel and the 
balanced vacuum fan pulley is 
plated with cadmium. 


metal, reduces “blow-by,” crank 
ease dilution, plug fouling, and 
helps to increase the life of both 
pistons and cylinders. 








| Here is one of a fleet of traveling 


service schools used to instruct 
mechanics in the fine points of 
Ford V-8 repair. To the left is 
seen the interior showing a motor 
block and many other parts used 
in the demonstration work. 


AC Brings Out Trap 
To Work in Cleaner 
Flint, Mich., June 1.—A water 
trap, which will remove moisture 
from the air line and facilitate 


operation of the spark plug 
cleaner, has been introduced by 





in 


Water 
the air line is usually caused by 


AC Spark Plug Co. 


condensation, and the “trap” 
was developed in order to take 
care of this condition. 


AC Spark Plug Designs 
New Plug for Tractors 

Flint, Mich., June 1——Two new 
spark plugs, designated tractor 
9 and tractor 12, and especially 
made to meet the needs of tractor 
engines, have been developed by 
AC Spark Plug Co. Tractor 9 
type is recommended for use gen- 
erally in tractor engines which 
are operating efficiently and with- 
out excessive oil consumption. 
Tractor 12 is recommended for 
use in tractor engines which are 
worn and use an_ excessive 
amount of oil. 

The new plugs have a special 
heavy insulator. Electrodes are 
of patented Isovolt material. Two 
extra heavy welded side wires 
are designed for greater spark 
plug life, quicker heat dissipa- 
tion and longer retention of the 
correct gap. Center electrode is 
also extra heavy. Heat sealed 
construction prevents “blow-by,” 
and unglazed insulator tip resists 
encrusting, it is claimed. 


Schraders Announce 
New Type Tire Gauge 

Brooklyn, N. Y., June 1.—A. 
Schrader’s Sons, Inc., announced 
a new, pencil-type tire gauge, 
calibrated from 10 to 50 pounds 
for the use of motorists and 
service men in testing tire pres- 
sures. 

The pencil gauge is finished in 
chromium and is built on the 
tested direct action principle. It 
is designed for convenience. The 
four-sided indicator bar has been 
calibrated, so that it can be read 
from any angle. Its’ slender 
pencil-type shape makes it easy 
to handle and use, 
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e e e ucational talking pictures are 
GM Ch l Cc ago Ex h Ll b Ll t shown continuously has been re- 


tained on a lower floor. 


are new and much more interest- 


A Scene of Animation All of the products displays 


Chicago, June 1.—General Mo- 
tors has made important changes 
in the external appearance of 
its huge building in the Century 
of Progress Exposition and has 
moved into it an entirely new 
show—with the exception of the 
Chevrolet and Fisher Body as- 
sembly plant—for the 1934 season. 
In fact, with the exception of the 
assembly plant and the general 
location of the eight main rooms, 
the 1933 visitor will scarcely rec- 
ognize the General Motors Ex- 
hibit when he returns in 1934. 
With 1934 expenditures, General 
Motors will have $3,000,000 in- 
vested in the exhibit. 

The principal change in the ex- 
hibit is not only in the entirely 
new exhibits. It lies chiefly in 
the animation of practically the 
whole _ show. Everywhere one 
looks—everywhere one goes in 
the exhibit something is happen- 
ing. 

All Season Control 
Two major new features have 


been added to the exhibit. One | 


is the Frigidaire House, an ultra 
modern American home, which 
has been constructed in the 


center of last year’s garden, | 


north of the main building. The 
other is the Recreation Pier jut- 
ting almost 200 feet out into Lake 
Michigan at the rear of the main 
building. This pier with gay 
awnings and umbrellas has been 
equipped with seats for hundreds 
of visitors. It is the only place 
in the fair grounds where a 
spectator can get a sweeping 
view of the entire exposition 
from a vantage point out in the 
water. 


The Frigidaire House is the 
first completely year-round heat 
and humidity controlled home 
built in the world. The home is 
regarded as proof of Frigidaire’s 
and General Motors’ belief that 
air conditioning has arrived as 
a practical and potent factor in 
everyday life. 

The assembly plant, of course, 
remains the principal feature of 
the General Motors Exhibit. This 
is the only place in the fair, again 
this year, where visitors can see 
automobiles actually built. The 
plant is in the same room used 
last year—an airy, arched roofed 
room 420 feet long by 90 feet 
wide. A balcony a fifth of a mile 
around surrounds the room. Ap- 
proximately 5,000 persons can 
watch the operations from this 
balcony. 

Animated Figures 

One of the most important 
changes in the Exhibit is the 
transformation of last year’s En- 
trance Salon into the General 
Motors Hall of Progress. This 
room is even more beautiful than 
last year and is devoted to de- 
piction of 20 of the major im- 
provements in automotive pro- 
ducts which General Motors has 
pioneered in the past quarter of 
a century. 

Beautiful, animated displays in 
the form of miniature stage set- 
tings in which small figures and 
machines carved out of wood per- 
form little acts that tell the story 
of some of the GM pioneering 
achievements are located in eight 
niches in the Hall of Progress. 

The backgrounds of the mini- 
ature stage settings constitute 
an unusual art feature of the 
fair. These all are mural mar- 
quetries. In other words, the 
pictures are made by inlaying 
thousands upon thousands of 
pieces of colored woods. The 
woods themselves are something 
new in American art. They are 
made by a process perfected by 
a Chicago veneer manufacturer. 

Research Room 

Another striking feature is the 
Scientific Research room where 
on display is the demonstration 
of how music can be made to 
travel over a light beam. An- 
other display is the flourescent 
fountain. Many of the minerals 
used in General Motors Research 
Laboratories in Detroit are piled 
onto a platform. By daylight 


s ‘ ing than last year, being replete 
these minerals look like so many with cut-away models and various 
rocks or hunks of broken glass, novel animated demonstrations 
dingy and dull in appearance. : : 

of the features which mark Ca- 


But the research men_ direct| ~. - ; 
three beams of ultra violet light | dillac, LaSalle, Buick, Oldsmobile, 


upon the minerals and they are | Pontiac, and Chevrolet automo- 
transformed into a mass of un-| biles, Chevrolet and General Mo- 
earthly beautiful colors. tors trucks and Yellow cabs and | 

The Little Theatre where ed-| busses. | 








The range and frequency of her explorations would put old 
Marco to shame. She’s the world’s greatest traveler — by sta- 
tistical evidence. Wherever roads lead and steamers ply, you'll 


find her today . . . hundreds of thousands of her. 


Yet paradoxically she is the most competent, most efficient 
home-maker in history—constantly on the alert for improved 
methods, new devices—far too capable to be tied down by 
mere household routine. 


To win the full respect and enthusiasm of this modern 
| American housewife, her magazine must be a great deal more 
than a high grade trade-journal of home business 
management. That is the one reason why Woman’s 
Home Companion is gaining so rapidly in popularity 
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Canadian Merchandising | i"@ Plan to date has been a 
weekly competition in automobile 


Innovation Is Successful evaluating, open to anyone and 


Montreal, Can., June 1.—Suc-| for which credit prizes of $100 
cess justified Canada’s newest in-| each are offered by each of the 
novation in automobile merchan- | Ford dealers in Montreal. Each 
dising, officials and dealers of] has on exhibition one recondi- 
the Ford Motor Co. of Canada de- | tioned automobile without a price 
clared after two weeks’ experi-| tag. Only one man knows the 
ment with the Gold Seal plan,| exact value of each of these cars. 
under which used cars of all! Citizens are invited to set their 
makes and types are being re-| own valuations on each of these 
conditioned and sold under wide | cars, each dealer offering a $100 
guarantees for Ford dealers. credit award, the nearest correct 

Accompanying the merchandis- | appraisal winning. 











with the younger element among American women. They like 
its terse, up-to-the-minute treatment of household news, its 
novel Jean Abbey shopping service, its readiness to follow up 
general articles with practical help on individual problems. 

But most of all they like its attitude toward women. Its under- 
standing that they want to do less housework, not more, so that 
they may have time for travel, sports, literature, the arts, all the 
thousand and one new interests that have come into the lives of 
American women in the last two decades. 

As to advertising value—where can the manufacturer find 
a more receptive market than this great body of 
intelligently progressive women . . . broader interests 


. wider wants? 


Companion 


THE CROWELL PUBLISHING COMPANY + NEW YORK 
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CarConstruction [FINAL COMPLETE NEW PASSENGER CAR 


Voted ‘Safe’ at CHRYSLER GROUP 
Safety Meeting crates 


(Special from ADN Washington Bureau) 
Washington, June 1.—It is the 

driver and not the automobile 34] 39 

that must be changed in order to | Alabama 33] 18 30 107 

make the nation’s streets and | 34] 3) 27| 78| 

highways safer. Arizona 3: 4 6| 11) 
Broadly, that is the conclusion ; 

reached at the meeting here last | Arkansas ous wa je a — oral - = 
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bile design or performance should cove 2 ee ee eee 
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stance came as a bit of a surprise, | 
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especially in view of the feeling Florid >| : 
recently voiced by some motor — 33] 16 ‘ 43) 111 173] = 357 58 33) 343 1} 13) 56] 450 21 
vehicle officials that safety might . 34 32) 123} 578| 758] 1184) | 1184 70| 1159} 18] 142} 123} 1515] 77] 29) 
be enhanced by car performance | Georgia 33 25] 64} 319) 415 362| 362 73} 993 1] 22] 113] 1205] 35) 4| a. 
more carefully matched with ap- 34) +18) 67 -111/"202|"201/ i202 9 261 18} 28) 317| 14 
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Shrink in May 


June 1.—Indica- 
automobile 


Los Angeles, 
tions are that May 











"34 2 6 8 4 2701 | sales will show at least a radical 
Alabama 33] | 5 5ST th 1 1. oe . 969 | reduction from the gains made 
; 134 2 3 5] 2 2 10 1 385 | in March and April over those 
Ari 
— 33] | 2 _ 2 it i I | | 2 i 135| of these months in 1933. The 
34 | 1) 1] 3 1 - 1 17, << ~ 1450 | basis of this statement is the fact 
Arkansas 195 1 1| 2 so4| that new passenger car registra- 
33 | . -} = — ; : ——+ ______1___5°*| tions in the first 19 days of last 
os 34 8| = 75| Ss 83 55 6 12 2} 139, +15 = 39 16 1| 470, 99 11764 | tions in the first 19 days of las 
California aa | 68 af 84| 28 10 5 75| 41 70| = 12 24} 322) 158 “| 7617 | month in 48 of the 56 counties Se 
. 4 il : ~ —_ California revealed an increase 
Colorado 34 9 28 a 7 | 12) 1| 6 3 4 59 | | 2624 | of only 6.1 per cent, 5219-4917 over 
33 | 17 17 15 ] 0 3 8 4 25} 8 2 1055 | those of May of last year. 
Cc ticut '34| 13 60 hy 3} 2) ” ae 24 S 7 119 8 | 3835 The 47 northern counties were 
onnecticu 33] 32| 82 9| 1 3 6 23 14 32 3 6 67 10] 2 2241) again more successful sellers of 
34] 3 3| 6| 1) 2 2 12) 1| 692| new passenger cars with a gain 
Delaware 33] 4 4] 1| 1| | 1 I 6| 2 382| of 26.0 per cent, 2816-2218 over 
: ’ 2 8 10 9 24 1 2 29 3 4 1 5 38 =| the 19 day period of May 1933. 
Florida aan 4 rf 2 104 " 1| 7| 3) 6 } 9) 7 ca Comparative registrations of the 
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Georgia 34| 4 a3) 12| . oF 4| 2| a 7 ia) o ‘| 76| 28| ! 3734 gain 60.6 per cent; Chevrolet 616- 
33] 1 1] 5 27 | - - ! 5 . 1 46| 10 | _2158| 590, gain 4.4 per cent; Plymouth, 
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Indiana 133 . 7] 35 4 2| 23 6 16 67/ 36! - 2111 In the aggregate the ore 
; 1 10) 7 5 priced leaders in the northlan 
lowa a _ | "| s. # > a >. a ‘ vat showed a 26.0 per cent, 1909-1514, 
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Kansas a 4| 13) “I : " 1| “| 1 a 2) " sal z a = to the total dropped from 68.2 per 
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K \ "34 5 11) 16 4 1 17| 8| 7| 3 1 60) 1] 3036 | 1934. 
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| 3 3 3} 
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: ; , Willys, 101-56; Dodge, 73-97; 
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as 34] 1 1| 2] | 4| | ! 182 | of application on auto bodies will 
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4 34 4) 19| 23 2 | 4d 7 1 39) | 1169 | research director of paint and 
New Hampshire 33] 11 11} 1| 2 1 2| 2| 5 1 3| 28| a| | 684 | varnish division of Pittsburgh 
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33] | 238) 238] 100 8 14 32 170| 159 205 42 45 158 154 16] 18728 | coming year will be announced at 
. 34] 1| 12 13] 12 13 3 23 2 4 63 8 | 4922 | that meeting. 
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ate ot 2 21 | 1 | 1, 27 1 1186 Ends Price War 
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Rhode Island 34] 8| 28) 36 4 | | 1 10) 4) 7 6) 6 23| 1650 | national petroleum code, accord- 
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o "34 4 4 6| 2) | 1| 4 7| 2 28 6 2154 secretary of the Wisconsin Pe- 
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The Road to Rome— 


Motor Exhibits At Fair 
Repeating 1933 Success 


Chicago, June 1. More appar- 
ent than even a previewing re- 
vealed is the fact that the auto- 


motive exhibits at the Century 
of Progress exposition are far 
and away ahead of last year’s. 


And the crowds are saying it with 
capacity attendance at the vari- 
ous attractions in the big com- 
pany buildings and other exhibits 


at the Fair. 


A tour of the Fair shows al- 
most countless advances. The 
Ford building, for instance, is 
brand new, and so is the “live 
power” show of Standard Oil, 
with jungle beasts doing their 
stunts, These two additions 


alone are proving a mighty mag- 
net in drawing thousands who 
otherwise might not visit the 
south end of the grounds. 

Incidentally, such big exhibit- 
ors as Chrysler and General Mo- 
tors have welcomed the newcom- 
ers, for they likewise are sharing 
in the attendance records being 
set. There is no argument over 
the fact that all are profiting in 
the matter of size of the crowds 
and interest of fair goers. 

Moving Exhibits Popular 

The tenor of the crowds is to 
favor particularly the animated 
features rather than the “still” 
exhibit of cars. Anticipating this 
probability, all of the companies 
have gone the limit, and more, in 
providing fascinating educational 
showings, including manufactur- 
ing process and in general an 
X-ray view of cars and their raw 
materials. 

In almost every essential, the 
General Motors and Chrysler lay- 
outs are brand new. A notable 
exception is the assembly of 
Chevrolet cars and that has suf- 
fered not one whit through repe- 
tition this year. It is, in fact, 
still the biggest drawing card in 
the General Motors building. The 
research operations in this build- 
ing are also getting a big play. 

Chrysler is repeating with Bar- 
ney Oldfield, the “hell drivers” 
and the demonstration pilots who 
take visitors around the motor- 
drome and swell the proportions 
of the prospect list. The number 
of thrillers by Barney and the 
“hell drivers” has been increased 
to six shows daily, with one of 
them in the evening, as against 
only an afternoon schedule last 
year. Incidentally, Oldfield is 
celebrating his 31st anniversary 
as a race driver. 


Attract 50% of Crowd 

Of the total attendance since 
the Fair opened, it is estimated 
that the automotive exhibits are 
getting about 50 per cent. As one 
manager explained it, however, 
these figures don’t tell the whole 
story, because everyone who 
comes to the exposition sees these 
exhibits sooner or later; if not 
on the first visit, then on the 
second or third. 

In the Travel and Transport 
building, Studebaker and Hupmo- 
bile, alongside each other, are 
proving very popular. Stude- 
baker is displaying its giant re- 
plica of an automobile in a bright 
yellow, along with a talking pic- 
ture in a small theater, inside the 
gargantuan motor car. 


Hupmobile, at a cost of some 
$50,000, has set up a brilliant and 
elaborate layout which may be 
classed as both an artistic and 
educational triumph, A _high- 
light of the educational phase of 
the exhibit is the safety demon- 
stration within a glass enclosure, 
with everyone eligible to take the 
test. 

Landscaping Emphasized 

More attention than last year 
has been given to landscaping, 
and in the results achieved, 
Chrysler has perhaps gone sev- 
eral steps ahead 
companies, with pools as well as 
lawns. The General Motors lay- 
out is a beauty, while the 
park takes first place for size, 
containing also a track around 
which drivers take prospects. 

Certain practices have become 





of the other | 


Ford | 





| 


standardized, though by no! 


means identical, including man- 
ufacturing, testing and research. 
Each exhibitor has employed dif- 


ferent methods of bringing out} 


those phases, so interesting to the 
layman as well as the engineer 
this year at the Fair. Then, too, 
searcely an exhibitor can be 
found who has overlooked the 
value of talking pictures stress- 
ing the same processes as are 
actually on view. 


Records Fall 
As Ford’s Fair 
Building Rises 


Chicago, June 1.—Bold feats 
in engineering and construction 
are represented by the opening 
of Henry Ford’s giant exposition 
at the Chicago World’s Fair. 
Ford was not in the Fair last 
year. He got away to a late 
start this year. The result was 
that he was faced with what or- 
dinarily would have been a year 
of work, to be completed in three 
months. 

Sixteen hundred men working 
day and night under the direction 
of a whole regiment of engineers, 


technicians, artists, architects, 
field men and Ford officials 
smashed even war time con- 


struction records in 
job, the biggest ever done by a 


doing this | 


single exhibitor for any world’s | 


fair, it is claimed. 
The main building, with its 12- 
story high rotunda in the shape 
of a truncated gear and its 600,- 
000,000 candle power “pillar of 
light,” covers five acres. 
Fourteen hundred tons of steel, 
1,600,000 lineal feet of lumber, 
5,000 cubic yards of concrete, 
7,500 cubic yards of gravel, 700,- 
000 square feet of wallboard and 
200,000 square feet of roofing 
were required for the job. 
Electrical installations included 
more than 100 miles of wiring, 
9,000 multi-colored flood lights, 
thousands of lineal feet of light- 
ing units, more than 300 loud 
speakers 
will consume a power 
7,000 kilowatts. 
Exhibits totalling more than 
2,500 tons in weight and includ- 
ing more than 1,000 separate 
machines to be used in telling 
the complete story of the manu- 
facturer of automobile parts from 
raw materials to finished pro- 
ducts are now in place and in 
operation. They were assembled 
at rush speed from all parts of 
the United States. Most of them 
were lifted bodily from factories. 
The “Roads of the World,” 
unique 2,000 feet stretch of road- 
way in Ford Gardens illustrating 
in exact reproduction 19 of the 
most famous roads of 


tirely completed in less than three 
weeks of working time. 
Sixty-nine historic vehicles 
comprising the Ford “Drama of 
Transportation,” tracing the de- 
velopment of vehicular trans- 
portation from pre-historic times 
to the present, are in place on 


road- | 
building history, have been en- | 


| 1934, 
| net profit of $62,291 or 62 cents a 











Aluminum Ind. 


Nearly Doubles 
Net of Year Ago 


Cincinnati, June 1.—Aluminum 
Industries, Inc., probably will 
earn around $112,000 or $1.12 a 
share in the first six months of 
which would compare with 


share in the six months ended 
June 30, 1933, and with earnings 
of $100,207 or $1 a share in the 
year ended Dec. 31, 1933. 

Sales for the six months are 
likely to be almost 100 per cent 
larger than for the like 1933 pe- 
riod, when they totaled $1,023,449. 

Schedules from the motor mak- 
ers that Aluminum Industries 


|} Supplies have shown no let-down 


and in some instances June or- 
ders have actually increased over 
the May level. Employment cur- 
rently is 25 to 30 per cent higher 
and payroll 30 to 40 per cent 
higher than at this time a year 
ago. Company is working two 
eight-hour shifts daily. For the 
quarter ended Mar. 31, employ- 
ment was 126 per cent above, and 
payroll was 120 per cent above 
the similar period in 1933. 

The company supplies pistons, 
valves, cylinder heads or other 
aluminum parts for Ford, Plym- 
outh, Packard, Lycoming, Con- 
tinental, Hercules, Waukesha and 
General Motors truck motors. 


the concrete and tile platforms 
in the Grand Concourse. 

A battery of 24 loud speakers 
capable of amplifying the chime 
of the smallest clock so tremend- 
ously that it can be heard a 
distance of two miles and total- 
ling 750 watts in volume tolls off 


the time hourly for all who 
might care about it. 
A ventilating system which 


will lower the temperature of a 
large part of the building by at 
least ten degrees on the hottest 
days is in and working. 

Such is part of the record ac- 
complished by an army of work- 
men, which at times reached fig- 
ures close to the 2,000 mark, in 
a project which in all required 
almost 350,000 man hours of labor, 
and employed members of 30 
separate labor unions. And in 


and other units that | the whole job at break neck pace 


load of | 


not one man was badly injured 
and nobody was killed. 


Goes With Don Lee 

Los Angeles, June 1.—Harry H. 
Lyon, for 12 years a member of 
the Cadillac Motor Co. field and 
branch staff, has been appointed 
director of sales in Los Angeles 
for Don Lee, California distrib- 
utor of Cadillacs and LaSalles. 
Lyon was formerly zone manager 
for Cadillac in Los Angeles and 
more recently zone manager in 
Portland, Ore. 


Demarest Promoted 


New York, June —E. P. 
Demarest will fill the vacancy left 
by the death of W. H. Cooke as 
head of the Sylvania-Pacific Co., 
which since 1930 has handled the 
sale of Sylvania tubes in the Cali- 
fornia territory. Demarest has 
been assistant manager of Syl- 
vania-Pacific since November, 
1931. 














By way of Chicago. 


The historic Appian Way, construction of which 


was started in 312 B. C., is reproduced in the Ford Gardens, 
_s_—os of the Ford exhibit at the Century of f Progress. 


Maintenance of Quality 
Is Ford Service Gospel 


(Continued from Page 6) 


that 75 per cent of the owners 
of nearly all makes of cars in- 
terviewed in a certain campaign 
stated frankly in answer to a 
question, that they had never 
recommended the dealer from 
whom they purchased their car 
to any of their friends because 
the dealer failed to take an in- 
terest in them after they bought 
the car and apparently had no 
interest in seeing that the car, by 
even the simplest service atten- 
tion, was kept at top-notch per- 
formance. 

The losing of customer-owner 
confidence which the dealer 
worked industriously to build be- 
fore selling the car, by even the 
most simple plan of owner fol- 
low-up, is the answer to why 
150,000 garages, repair shops, 
super-service stations and inde- 
pendent shops are taking away 
80 per cent of service work and 
the big profits which the selling 
dealer should have in his grasp 
at all times. 

A well known service and sales 
official is authority for the state- 
ment that “in the last 19 years 
over 131,000 dealers have come 
and gone in the selling end of the 
business. The disappearance of 
these organizations, affecting at 
the same time a number of fac- 
tories, has been a terrific eco- 
nomic loss. This loss is directly 
traceable to the fact that after 
sale interest in the owner, in- 
volving even the slightest sort of 
good will building, service was 
lacking.” He adds, “The stupidity 
of the dealer in failing to recog- 
nize the fact that in selling cars 
he was also building up a serv- 
ice department profit potential, 
to say nothing of replacement car 
sales, is responsible for failures 
even today. And when a dealer 





fails the factory has lost a sales 
outlet. Too many dealers work 
on the principle that ‘others can 
fix ’em.’ I recall a dealer, who in 
1926, with the introduction of a 
new car which swept the country 
by storm, made $82,000 selling 
cars. He was cited as a glowing 
example by the factory sales- 
manager. In a short time he 
went broke, mostly because the 
ears he sold were cared for by 
shops other than his own, which 
had not been kept up to date. In 
K. R. Wilson’s latest Shop Equip- 
ment News Bulletin he cites the 
ease of a dealer who, having a 
300-car contract, which he com- 
pleted each year for three years, 
made $42,000 in one year in his 
service department alone and was 
selling cars at the usual rate. I 
have checked into his figures and 
find that the $42,000 was net and 
did not include profits made in 
other departments. 

At the general offices of the 
Ford Motor Co. service depart- 
ment at Dearborn, a huge staff 
is employed in research work to 
develop methods which will aid 
the dealers to achieve greater 
success in their individual work. 
All service suggestions are put 
through a test under actual 
working conditions before being 
passed on to the dealer. Ford 
mechanics working under con- 
ditions identical with those of the 
dealer solve the service problems. 


All information and facts ob- 
tained are bulletined to the 
dealer body. Ford service re- 


search is further passed on by a 
force of more than 200 branch 
service travelers. The latest as- 
sistance is a series of films with 
sound recording which enables 
the dealer and his men to see and 
hear the explanations of the best 
and latest in service methods. 





NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Pelk, New Jersey Motor List Cem., and Sheriock & Arnold. 
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Car Dealers May Lease 


Service Station Branches 


Grand Rapids, Mich., June 1.— 
Ford dealers throughout’ the 
country may soon adopt a revo- 
lutionary method of merchan- 
dising automobiles, according to 
indications manifest among Mich- 
igan dealers. 

In addition to direct display 
rooms, the dealers would, ac- 
cording to plans, establish neigh- 
borhood branches by utilizing 
service stations. Present gaso- 
line stations operated by inde- 
pendent oil companies would be 
rented by Ford dealers, with one 
cent and a half per gallon rent 
being paid to the gasoline com- 
panies for the privilege of op- 
erating out from the service 
stations. 


The E. F. Wieneke Co., 205 N. 
Michigan avenue, Saginaw, Mich., 
is reported to have adopted some 
such plan two months ago. The 
company has taken over service 
Stations and is providing gaso- 
line, oil, and greasing service in 
addition to selling new and used 
automobiles. Prospects coming 
in at the service stations for fuel 
are prospects for new automobile 
sales. The Wieneke Co. operates 
dealerships in four or five other 
Michigan cities, in addition to 


Saginaw. 
Pinkham Auto Co., 901 E. Mich- 
igan avenue, Jackson, Mich., 


owned by Fred O. Pinkham, has 
operated service stations for the 
past two years, although not un- 
der the name of the dealership 
until recently. The new Ford 
plan is being tried out in Jackson 
by the company. 


In Detroit, Stark-Hickey have 
established a super-service sta- 
tion in connection with their 
dealership. Henderson Co., who 


formerly sold tires through super- | 


service stations, are said to have 
acquired a Ford franchise 
through a tie-in on the new sales 
plan in the Detroit area. 


In Lansing, Mich., T. W. Handy, 
president of the T. W. Handy 
Auto Sales, admitted super-serv- 
ice stations were being discussed 
as added outlets for new cars 
and said he hoped to reach a 
decision in regard to opening up 
neighborhood locations shortly. 
Dean-Harris, Grand River ave- 
nue Ford dealers in Lansing, also 
admitted plans for service sta- 
tions were under consideration. 


Dealers contacted by Automo- 
tive Daily News were awaiting 
advice from Ford Motor Co. be- 
fore going through with plans. 
Discussion of the new merchan- 
dising idea has been in the air 
for several weeks, it is said. 

The idea closely approximates 
that suggested by Austin Motor 
Car Co. which some months ago 
came forth with a plan of selling 
its bantam cars through service 
stations, with a specially erected 
building enabling a floor display 
of one model to be located at 
each station. With Ford, es- 
tablished super-service stations 
would be taken over on a rental 
basis, instead of erection of new 
stations. Whether such locations 
would provide room for displays 
of models would depend on the 


| size of the station, it is said. 





Chrysler’s Service Plan 
Stresses “Shows ’Em How’ 


(Continued from Page 6) 


and general manager, the home 
of the Chrysler Motors Parts 
Corp., through its service activ- 
ities, has become one of the lar- 
gest single service operations in 
the world today. It serves each 
of the units of the corporation 
and the dealers which are lo- 
cated in all parts of the world. 
It has a supply of 130,000 indi- 
vidual parts and from its con- 
stantly replenished service bins 
are shipped every hour of the 
day more than five and one- 
half tons of parts, made up of 
shipments of pieces as small as 
a postage stamp to units weigh- 
ing hundreds of pounds. They 
are marked for the dealers of the 
various Chrysler units in every 
section of the globe. A corps of 
clerks and other personnel mem- 
bers check and sort the dealers’ 
parts and equipment orders and 
see that they are made ready for 
shipment. A corps of traffic 
clerks see that the thousands on 
thousands of orders’ received 
daily are routed to the dealers 
by the shortest routes. 

With the Chrysler Motors Parts 
Corp. service is not only a busi- 
ness but an example to the dealer 
of what preparedness means in 
being able to give service to the 
car owners. In every sense the big 


plant with its equipment and fa- 


BY MAKES, FIRST FOUR MONTHS, 1934-1933 





United States 
Complete by 
Months 


NASH GROUP 


cilities for service is an inspira- 
tion to the dealer. It convinces 
him that while the selling of cars 
is and always will be a para- 
mount function of the dealer, 
service is of equal importance. 
The dealers’ ability to give serv- 
ice is dependent not only upon 
proper equipment but also upon 
his having the parts which may 
be needed to return the owner’s 
ear to the road in the shortest 
possible time. Chrysler’s slogan 
for its dealer seems to be service 
which will cause no interruption 
in the functioning of the owner’s 
car investment. 

So far we have seen only a 
part of the plans of the officials 
of the Chrysler organization. 
They have sensed that in the 48 
states of the Union, there are 
owners who need even quicker 
action than that afforded by the 
big Detroit plant. Consequently, 
to assist the dealers still further, 
careful studies of trade areas, in- 
cluding studies of masses of own- 
ership of Chrysler built cars were 
made and parts depots located at 
strategic points to supplement the 
parts requirements of the deal- 
ers. These depots are nothing 
more or less than outgrowing 
walls of the Detroit plant, reach- 
ing out to the dealers and the 
car owners bringing parts avail- 
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Dodge Goes Far and High 


ability to the very doors of those 
who need it. 

The Detroit plant may be 
likened to the headquarters of an 
army, the depots, being the out- 
posts of defense against delays 
in getting action for service. 
And in addition a field force of 
men whose work is that of in- 
structing the dealers in parts and 
service work in all its ramifica- 
tions. They are trained instruc- 
tors, commissioned to assist the 
dealers. They are also trained to 
show the dealer how to best mer- 
chandize parts and accessories. 
Each man of this group reflects 
the spirit of Chrysler. There are 
many in the industry who recall 
Chrysler’s sweeping blow of a 
decade ago when he said, “It’s 
time to quit telling motor car 
dealers what to do. It’s time for 
us to tell them that we are going 
to show them how to do it.” 


The Chrysler service campaign 
is hinged on “how to do it.” It 
includes showing the dealer how 
to get business. It includes a 
projection far into the future 
which will show the dealer where 
potentialities lie if he follows the 
plans laid out by the corporation. 
It embraces contacts with owners 
to show the owner what is being 
done for the protection of his 
investment in a car, truck, or 
any other mechanism which 
Chrysler has on the market now 





or will have in the years to 
come. 

The Chrysler set-up for parts 
service for the dealers is another 
concrete example of “Service 
makes sales.” Chrysler, Dodge, 
Plymouth, and De Soto dealers 
all know the story. It’s a part 
of their every day merchandising 
program. 

Ford Action Delayed 
Richmond, Va., June 1 (UTPS). 
The suit of the Kirkmyer Mo- 

tor Co. against the Ford Motor 
Co., set for next week in the 
United States district court here, 
has been postponed. 
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removed for this trip. 





This Dodge roadster is being swung into a Junkers monoplane operated by the Bulolo Gold Dredg- 
ing, Ltd., Co., in New Guinea, for transport to the mining camp. It 
N. G., by boat, and is making the rest of the journey by plane. 


was shipped from Sydney to Lae, 


Only the windshield and top had to be 


Selling Service on Time 


Is Proving Profitable 


Detroit, June 1.—Selling serv- 
ice on a time basis is becoming 
an important factor with car 
dealers. The principles are the 
same as for selling an automo- 
bile on deferred payments. 

It is only within the past few 
years that it has reached any de- 
gree of volume. It is estimated by 
finance companies that today 
dealers that are taking advan- 
tage of the opportunity to sell 
service and general repair work 
can account for an average of 
approximately 25 per cent of the 
service volume being done. The 
plan has been available to the 
car dealers in general, but within 
the past year many independent 
service stations, whose own 
credit rating has been such that 
it is recognizable by the finance 
companies, are extending credit 
and time payment privileges to 
their customers who can qualify. 

In many cases during the 
heavier depression periods car 
dealers have been able to main- 
tain a comfortable service vol- 
ume by extending service credit 
to those unable to pay cash. This 
has particularly been the case 
where the car owner uses his 
car as a transportation unit only, 
who otherwise would have been 
forced to lay the car up until he 
obtained the cash to get it in 
condition for use. It is also in- 
teresting to note that reposses- 
sions have been extremely rare. 
This has been due to the careful 
scrutiny of the person asking for 
time payments. His general 
credit record has been gone over 
and his position or connection 
with his business proven satis- 
factory. 


The selling of accessories and | 
tires has grown rapidly because 
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department stores in many 
through this method of 
selling have developed consid- 
erable volume. One large mail 
order house with retail branch 
stores scattered throughout the 
United States is reported to have 
sold over three million dollars 
worth of tires alone. All were 
sold on time payment plans. 


From a profit-making stand- 
point, car dealers are quickly 
sensing the opportunity to sell 
tires on deferred payments to 
car owners. Tire dealers are 
showing the way to the extent 
that some of them are selling 
tires on a small cost per day 
payment plan, providing their 
own credit facilities, but in each 
case making use of local credit 
bureaus before concluding the 
transaction. 


In selling car repairs on time, 
particularly where the _ repair 
operation involves a large sum 
of money, the plan operates on 
the same basis as a car sale. 
Usually one third of the amount 
involved is asked as a down pay- 
ment and the balance divided in 
equal payments to make it easier 
and more convenient for the 
owner to meet his obligations. 
The dealer has no difficulty in 
selling a good service risk con- 
tract to the finance company, and 
as he gets his money immediately, 
it represents a transaction which 
often acts more favorably for 
the dealer than extended credit 
or even notes. 


ger 
cities 


Firm Plans to Distill 


Gasoline From Coal 
Washington, June 1.— Forma- 


| tion of a $5,000,000 corporation in 
| of deferred payments. ‘The lar- | 


Great Britian with the object of 
erecting and operating a chain 
of distillation plants for the pro- 
duction of gasoline from coal, 
is reported here. The new or- 
ganization, according to advices, 
is to be known as the National 
Coke and Oil Co., Ltd. It will 
take four months for the first 
of the new distillation plants to 
be started. When the chain is 
in full operation the company 
hopes to produce approximately 
20,000 gallons of gasoline a day 
from coal. 


The scheme is said to be the 


| culmination of more than three 
| years’ intensive experimental re- 


search work in the plant on the 
Cannock Chase coal field. Gaso- 
line has been produced from coal 
at this plant and marketed since 
last September at the rate of 
1,000 gallons a day. 
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Factories and 
Dealers Move 


To Share Melon | 


(Continued from Page 1) 
have been inaugurated by 
tically all car builders to help 
their dealers increase their serv- 
ice operations. The close rela- 
tionship of service to new 
sales is being stressed and the 
advantages to the dealer of keep- 
ing in contact with his owners 
through the service department 
of his dealership is being brought 
home through accounts of the 
successful efforts of aggressive 
dealers who have gone after 
service work with determination. 

Parts depots have been estab- 
lished at conveniently located 
points in an effort to relieve the 
dealer from the burden of carry- 
ing excessive or top heavy stocks 
of parts. The location of the 


depots have been worked out in | 


With this issue Automo- 
tive Daily News begins a 
series of articles, which will 
appear monthly, emphasiz- 
ing the opportunities of the 
dealers to make more 
money out of their service 
departments, a gold mine 


prac- | 


| 
car 





which many have over- 
looked in the past. 

These articles are ex- 
pected to be helpful to 
dealers in getting a greater 
share of the after-market 
dollars than they are get- 
ting now. While ADN feels 
that this after-market is 
logically the dealer’s mar- 
ket, it also recognizes the 
rights of the independents 
to the share of this market 
which they have helped to 
build. 

Automotive Daily News 
believes that while the deal- 
ers are making this drive 
for the after-market dollar 
they can diplomatically en- 
list the efforts of the inde- 
pendent service station 
owners to the extent that 
the independent stations 
will assist in properly serv- 
icing the cars which the 
dealers sell. The friendship 
or antagonism of the inde- 
pendents may have serious 
effect one way or another 
on the dealers’ sales volume. 





concentration of 


regard to the 
than along 


automobiles rather 
geographical lines. 

Under this plan the dealer can | 
quickly service the cars in his | 
territory without carrying a 


| total 





heavy stock of parts. Accessories 
are carried in convenient packs | 
and under the new warehousing | 
plan which is common to most | 
manufacturers the dealer can or- 
der the pack he wishes to sell or 
has sold without carrying a num- | 
ber of packs. 

An added advantage is the fact | 
that surplus stocks purchased by 
the dealer are returnable and ac- 
cessories placed upon cars are 
uniform in character and de- 
signed to harmonize with the 
lines of the car upon which they 
are placed. 

From a service standpoint the 
dealer logically should be the one 
to service the cars he sells. That 
this vast after market has gotten 
away from the dealer to a seri- 
ous degree is one of the throw- | 
backs from the days when fac- | 
tories demanded new car sales 
volume at the sacrifice of almost | 
anything else. 

The changed attitude of the 
factory today should be a great | 
help to the dealer in his efforts to 
regain his service market. It is | 
extremely important that cars| 
already on the road give the full | 
satisfaction that the owner was 
given to understand he would get | 
when he purchased his car. If | 
the dealer accomplishes this 
through his service department | 
his sales problem is greatly min- | 
imized. Automobiles of today are | 
highly scientific pieces of machin- 
ery and in order to insure that | 
the owner will get the full per- | 





| 1933 and 82.2 per cent over 1932. | 
ae = | the track, the yellow flag was dis- 


played and according to the rules 
| drivers 


| ager of the Nash Motors Co., 
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An QO. K. for Chevrolet 


D. M. Frazer, manager of the Chevrolet assembly line in the General Motors building at the World’s 


Fair, puts the final O. K. on the first Chevrolet built on the newly installed assembly line. 


Gardner M. 


Cobb, manager of the General Motors exhibit at the World’s Fair; C. P. Fisken, advertising manager of 
Chevrolet, and W. S. McLean, advertising manager of Fisher Body, second the approval. 


formance from his car that it 
was designed to give it is highly 
important that the dealer have 
equipment and tools for testing 
and correcting even minor mis- 
adjustments which often keep the 
car from giving its full per- 
formance. 

The service market alone is so 
important from a profit stand- 
point that any dealer who hesi- 
tates to take advantage of its 
opportunities is doing an injus- 
tice to himself. In addition the 
added contact it gives the dealer | 
with his owners is an advantage | 
that cannot be overestimated. 





Chrysler Sales 
Up 65 Per Cent 
Over Year Ago 


Detroit, June 1.—Retail deliver- 
ies of Chrysler and Plymouth 
cars by Chrysler dealers as re- 
ported for the week ending May 
26 were 3850 units, 892 Chryslers | 
and 2958 Plymouths. This 892 | 
figure for Chrysler is the greatest 
of weekly deliveries they 
have made in any week so far 


|this year, and represents an in- | 


crease in the deliveries of Chrys- 
ler cars of 13.1 per cent as against 
the previous week, of 65.2 per cent 
against the corresponding week 
last year and 42.7 per cent against 
the corresponding week of 1932. 

Plymouth deliveries as com- 


| pared with previous figures were 


7.1 per cent ahead of the preced- | 
ing week, 25.5 per cent ahead of 
1933 and 86.6 ahead of 1932. 
Chrysler and Plymouth retail | 
deliveries by Chrysler dealers for | 
the 21 weeks of 1934 ending May | 
26 totalled 54,520 units. This is | 
an increase of 63.5 per cent over | 


Nash Co. Announces Two 


Sales Personnel Changes | 


Kenosha, Wis., June 1.—Court- | 
ney Johnson, general sales man- 
to- 
day announced the promotions of 
Don C. Boden and F. C. Ham- 
mons to regional managerships 
in the Nash-LaFayette sales or- 
ganization. 

3oden will supervise Nash and 
LaFayette sales and the com- 
pany’s sales campaign in the 
Cleveland, Ohio, region. 

Hammons will supervise the 
business drive now under way by 
Nash-LaFayette forces on the 
Pacific coast, with headquarters 
in Oakland. 

3oth appointments are effective 
at once. 


| No. 


| 32—Brisko 


| ated the 


Indianapolis Victor Sets 
New Track Record May 30 


Indianapolis, May 31.—Compet- 
ing against a field of 32 crack 
pilots, “Wild Bill” Cummings, In- 
dianapolis dirt track graduate, 
won the twenty-second annual 
Memorial Day 500-Mile race here 


tire race himself without relief 
and by careful driving used only 
35% gallons of the 45 allotted to 
him. The six-gallon lubricating 
oil limitation, which gave the 
drivers so many uneasy hours a 


How They Finished in 500-Mile Race 


Driver 
7—Cummings 
9—Rose 
2—Moore 

12—Litz 

16—Russo 


22—Bergere 
10—Snowberger 


24—Ardinger 


| yesterday and set a new record. 


Cummings averaged 104.865 
miles an hour for the gruelling 
five-hour push to erase the best 
previous mark set for the race by 
Louis Meyer last year when he 
did 104.162 m.p.h. Cummings won 
in a four-cylinder, front wheel 


| drive Miller named Boyle Prod- 
| ucts Special and at the end had 


nine and a half gallons of gas 
remaining in his tank from the 
original 45 gallons. 

Cummings’ victory was pro- 
tested by Leon Duray, owner of 
the Duray Special piloted by 
Mauri Rose, who finished second, 
only 27 seconds behind Cum- 
mings. Duray charged that Cum- 
mings had violated the rules in 
gaining nearly three-quarters of 
a lap when the yellow flag was 
in evidence. While several 
wrecks were being cleared from 


to 
the 


are not supposed 
change their positions in 
line-up until it is withdrawn. 


Not only did Cummings set a| 


new track record, but he negoti- 


tional miles with an average 
gasoline mileage of 13.9. All of 
the 10 finishing cars had ample 


fuel left when the race was over, | 
ranging from two to 11% gallons. | 


Further, had not the yellow flag 
been several laps, instead of 
breaking the record by a fraction 
of a mile an hour, Cummings 
would have averaged at least a 
mile above his winning pace. 

In all, it was the concensus of 
experts that Cummings drove 
headily, had good pit work on his 


| two stops for fuel, drove the en- 





500 miles and 10 addi- | 


Car M. P. H. 


Boyle Products Special 
Duray 
Foreman Axle Special 
ainda Stokely Food Special 
ws Duesenberg Special 
is TD ce sinie cecccees Shafer Special 
Floating Power Special 
Russell 8 Special 
... F. W. D. Special 
Lucenti Special 


Special 


99.895 
98.272 
97.819 


95.937 


year ago, was not even consid- 


ered and no car was eliminated | will later be 


by the limitations placed on fuel 
and lubricants. 


NSPA Survey 


| 
| Shows Gain in 
Service Profits 
| 


(Continued from Page 1) 


“What are your thoughts and be- 

liefs (not your hopes) on business 

for the balance of 1934,” the gen- 
eral opinion was that each quar- 
| ter would show an increase over 
| the corresponding quarter of 
last year. While the majority 
felt that the outlook was very 
favorable, it was appreciated that 
the remarkable percentage in- 
creases of the first quarter could 
|} not be expected to continue 
throughout the balance of the 
year. 

The survey was made under 
the direction of the NSPA Man- 
ufacturers’ Board of Governors 
under the chairmanship of L. F. 
Hunderup, Van Norman Machine 
Tool Co., Springfield, Mass. 


Plymouth Sales 
Of Used Cars 
Up 122 Per Cent 


Detroit, June 1—A report is- 
sued today by the Plymouth Mo- 





97.298 | . 
96.788 | have never before owned their 


RENDEZVOUS 


tor Corp. revealed that used car 
sales by Plymouth dealers for the 
first four months of this year and 
the first two weeks of May to- 
talled 201,511 units, an increase 
of 122.1 per cent over the same 
period of last year, when 90,733 
used cars were sold. 

“This indicates healthy busi- 
ness picture,” said H. G. Moock, 
Plymouth general sales manager. 
“If the motor car dealer is to 
maintain his business on a sound 
basis, his used car sales must 
keep pace with new car deliver- 
ies. Thus it is interesting to note 
that while retail sales of Plym- 
outh cars during the first four 
months of this year increased 
126.9 per cent, used car sales 
maintained practically the same 
percentage of increase. 

“Our dealer reports show that 
many used models are at a pre- 
mium. Even with these increased 
sales, there is a subnormal sup- 
ply of used cars in the field. 
| “There is further significance 
| to these increases. Thousands of 
people who have not owned a car 
for some years, and others who 


| own motor car, are coming into 
| the market. A vast number of 
| these additional used car owners 
in the market for 
| new cars, which further expands 
' sales possibilities. 


of PITTSBURGH’S SMART SET 


Two famous restaurants, a 
tap room, a cafeteria, a roof 
garden decorated by the 
late Joseph Urban, the Con- 
tinental Bar, the Halter and 
Hurdle Room, and famous 
dance orchestras provide a 


variety of opportunities for 
food, drink and entertain- 
ment at a wide range of 
prices. Rooms are cozy and 
elegantly furnished, rates rea- 
sonable. Centrally located, a 
few steps from anywhere. 


9 
HOTEL WILLIAM PENN 


PITTSBURGH, PA. 


1600 ROOMS 


* 1600 BATHS 











GM and Chrysler 


Set Tempo for 
Entire Market 


New York, June 1.—Although 
trading on the New York Stock 
Exchange continued this week to 
be extremely dull the leading 
motor shares were among the 
most active. General Motors and 
Chrysler set the pace in the 
volume of trading for the entire 
market. Prices showed little 
change from last week. While the 
day to day trend was irregular 
the motors were not under heavy 
pressure at any time and some 
encouragement was found in the 
indications that some _ buying 
came into the group from so- 
called good sources. 


The price trend was higher 
early in the week but it turned 
downward on Thursday, when 
part of the gains were erased. 
The losses were small for the 
most part. 





Weekly Price Averages 
Here is what the Automotive 
Daily News stock price averages 
did for the five trading days 
ended at mid-week: 


Last This 

Week Week Change 
Be TBRTD cccccscccccces 22.16 23.60 1.44 
10 car-truck companies.. 23.07 24.64 1.57 
40 parts-accessories .... 17.08 18.33 1.25 
4 tire-rubbers ......... 19.56 19.89 0.33 


The car and truck companies 
led the procession during the 
period covered by these averages. 
It was the first time in six weeks 
that a gain was registered over 
the preceding week. The tire and 
rubber group still lagged some- 
what behind the rest of the pa- 
rade, but gains by Goodrich, 
‘Goodyear and United States Rub- 
ber pulled the average up about 
a third of a point. 


Among the most important 
gains in stock prices during the 
week were the following: Auburn, 
2; Chrysler, 2%; General Motors, 
1%; Mack Trucks, 1%; Borg- 
Warner, 1; Motor Products, 1%; 
Goodyear, 1. 


There were practically no de- 
clines in the motor list, although 
a number of issues closed the 
period covered by the A. D. N. 
averages at the same point at 
which they closed in the week 
preceding. 


Await Earning Reports 


Wall Street can hardly wait to 
get its hands on some tangible 
evidence of the earnings of the 
automobile companies in the sec- 
ond quarter, which has one 
month to go. Of course what the 
denizens of the Street want to 
know is what effect the price in- 
creases had and whether they 
were sufficient to offset the 
higher wages put into effect at 
about the same time. 


Financial observers are con- 
vinced that the second quarter 
will show improvement over the 
first three months and that the 
current period will represent the 
peak for the year. They feel that 
with earnings reports for this 
quarter at hand they will be able 
to judge pretty well what the in- 
dustry will show for the full year 
in the way of earnings. 


The April net income of the 
Bendix Aviation Corp. is being 
estimated at 10 to 15 per cent be- 
low that for March, when 14 
cents a share was earned on the 
capital stock. This does not 
mean, however, that the second 
quarter will show less than the 
first, when Bendix earned 36 
cents a share. Both May and 
June probably will exceed Janu- 
ary and perhaps equal February. 


Aluminum Orders Steady 


Aluminum Industries, Inc., 
which does a sizable business 
with the automobile manufactur- 
ers, is expected to earn around 
$112,000, or $1.12 a share, in the 
first half year, as against $62,291, 
or 62 cents, a year ago. This 
company reports that orders 
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Active Motor Shares Feature W eek’s Dull Trading 


try have shown no letdown and 
that in some instances orders for 
June release are running ahead 
of those for May. 

Raybestos-Manhattan, Inc., this 
week reported that its current 
assets as of Mar. 31, last, totalled 
$7,756,000, including $491,000 cash 
and $2,016,000 in marketable se- 
curities. This contrasted with 
current liabilities of $882,000. 

This was a good week for divi- 
dends in the automotive industry. 

Borg-Warner Corp. declared a 
quarterly dividend of 25 cents a 
share on its outstanding capital 
stock, payable July 1 to stock of 
record June 15. A similar pay- 
ment was made on April 1. The 
regular on the preferred of $1.75 
also was declared, payable on the 
same date. 


Houdaille Dividend 

Bohn Aluminum & Brass Corp. 
declared a dividend of 75 cents a 
share on the common, payable 
July 2 to stockholders of record 
June 15. This is the same 
amount as paid three months ago. 

Houdaille- Hershey Corp. de- 
clared a dividend of $1.25 on the 
Class A preference shares, pay- 
able June 12 to stock of record 
June 7. This dividend is equiva- 
lent to two regular quarterly pay- 
ments upon the stock, which is 
cumulative and on which there 
are arrears. 

Fisk Rubber Co. declared a 
regular quarterly of $1.50 on the 
$6 preferred stock, payable July 
2 to stock of record June 12. 

The United-Carr Fastener Corp. 
declared a dividend of 15 cents 
on the common, payable June 15 
to stock of record June 5. A 
similar payment was made three 
months ago. 

C. M. Hall Lamp Co. declared 
10 cents on the common, payable 
June 15 to stock of record June 
4. This was the first declaration 
by this company since the pay- 
ment of 10 cents a share on July 
20, 1933. 








selling. 





Stewart-Warner 
Expects to Net 
13c Per Share 


Chicago, June 1.— Officials of 
Stewart-Warner Corp. expect the 
second quarter which ended June 
30 to yield a net profit in excess 
of the $167,495 or 13 cents a share 
on 1,246,847 shares reported for 
the quarter ended Mar. 31, 1934. 
For the second quarter of last 
year company reported net loss 
of $268,824 (adjusted to reflect 
present accounting methods). 

Company’s automotive specifi- 
cations have been leveling out in 
line with the recent seasonal de- 
cline in retail automobile sales 
but its refrigerator business has 
been on the upgrade. April net 
profit was slightly under that for 
March which accounted for 40 
per cent to 50 per cent of the 
first quarter’s total net profit. 

Stewart-Warner is still in the 
process of eliminating unprofit- 
able items. After July 1, when its 
remaining contracts expire, the 
company will discontinue the 
manufacture of bumpers. 

The Alemite division continues 
to be the best earner in the 
Stewart-Warner group, it is re- 
ported. While its sales to manu- 





AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JUNE 1, 1934 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


York exchange today showed little change. 
leaders gave ground there were some plus signs in the 
motor group and there still was an absence of heaving 


Last Minute Wall Street Wires 


From C. J. ALEXANDER 
Wall Street Correspondent, Automotive Daily News 


New York, June 1, 2:10 P.M.—With the market continuing 
dull, shares of the automobile companies on the New 


While the 





Cheating on Fees 


Reduced in Ohio 


Columbus, O., June 1 (UTPS). 
Average registration fees of 
trucks and trailers combines for 
the first quarter of 1934 was 
$38.17 against only $33.44 for the 
corresponding period of 1933 is 
shown in the official records of 
the Bureau of Motor Vehicles re- 
ported by Highway Director O. 
W. Merrell to Gov. White today. 


The increase is attributed 
mainly to the fact that the co- 
ordinated efforts of the New 
Highway Patrol and the Bureau 
of Motor Vehicles have reduced 
“cheating” in registration of com- 
mercial vehicles. 


facturers are falling off current- 
ly, this decline in volume is being 
offset by a seasonal rise in retail 
sales. 

The company has temporarily 
abandoned the transfer of its 
Bridgeport, Conn., operations to 
Chicago. Operations at Bridge- 
port, where the company manu- 
factures casters and automobile 
hardware, are currently running 
at a high rate, making a move at 
this time impractical. Also, the 
pick-up in its volume at Chicago, 
particularly in its refrigeration 
division, has reduced is available 
space here. 
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Ford Motor Co. 
Report Shows 
Marked Strength 


Boston, June 1.—The Ford Mo- 
tor Co. has filed with the Massa- 
chusetts Commissioner of Cor- 
porations its balance sheet as of 
Dec. 31, 1933. Profit and loss sur- 
plus at the close of last year 
stood at $576,517,079 against $580,- 
440,603 on Dec. 31, 1932, giving an 
indicated loss of $3,923,524 for 
1933. 

This compares with an _ indi- 
cated loss of $74,861,644 in 1932 
and an indicated loss of $53,586,- 
000 in 1931 and an indicated profit 
of $44,460,823, equal to $257 a 
share—$100 par on 172,645 shares 
of capital stock in 1930. 

The above figures do not take 
into consideration any dividends 
that may have been paid to the 
owners of the business, Henry 
Ford, Mrs. Henry Ford and Edsel 
B. Ford. 

The balance sheet as of Dec. 31, 
1933, compares as follows: 





ASSETS 
1933 1932 

Real estate ......... $150,912,504 $157,685,318 
Machinery, equipment 

Pbbséevcesccusese 90,112,502 108,668,123 
eee 48,537,414 58,344,341 
"Cash, G06. ..ccccces 343,304,237 803,650,430 
Deferred charges..... 6,239,168 5,909,690 

DORs vecscccesanns $639,105,825 $634,257,902 

LIABILITIES 

Cap. Stocks ........ $ 17,264,500 $ 17,264,500 
Accounts payable, etc. 38,328,408 30,000,154 
Reserves, etc. ....... 6,995,838 6,552,645 
Profit and loss sur- 

SERB. cocccccccscces 576,517,079 580,440,603 

TUOEE, co onccceseccss $639,105,825 $634,257,902 


* Includes notes and accounts receivable, securi- 
tles patent rights, trade mark, eto, 


Passenger Car 
Sales at Retail 
Climb in April 


Washington, June 1.—Prelimi- 
nary figures of the value of retail 
sales of new passenger automo- 
biles show an increase from 
March to April of only a little 
more than one half the usual sea- 
sonal rise of 40 per cent, accord- 
ing to the U. S. Bureau of For- 
eign and Domestic Commerce. 
The Bureau’s index, which makes 
allowance for the number of days 
and for the usual seasonal move- 
ments, was 56.5 in April on the 
basis of the 1929-1931 average as 
100, as compared with 64.5 in 
March and 54.5 in February. 

The value of sales in April, ac- 
cording to these preliminary fig- 
ures was 85 per cent greater than 
in April 1933, and 51% per cent 
larger than in April 1932. The 
aggregate for the first four 
months was 64 per cent above 
that for the corresponding period 
last year and 35% per cent above 
that for the first four months of 
1932. 

Index of Dollar Sales of New 
Passenger Automobiles 
1929-1931—100 

With Seasonal 
Unadjusted Adjustment 





Year and Month 


1932 
March 38.4 36.0 
April 55.5 37.5 
1933 
March 32.5 30.5 
April 45.5 30.5 
1934 
January 22.8 33.5 
February 45.7 54.5 
March 68.4 64.5 
April *84.1 *56.6 


*Preliminary. 

This index was constructed by 
the Bureau of Foreign and Do- 
mestic Commerce to show the 
trend of consumer expenditures 
for new automobiles. It is based 
on average daily sales figures giv- 
ing equal weight to all the days 
of the calendar month involved. 


Goes to A sla 


Auburn, Ind., June 1.—Howard 
Nedeau, special representative 
for the Auburn Automobile Co., 
has left South Africa for Aus- 
tralia on the second lap of a 
world tour, where he is visiting 
Auburn distributors. 
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GENERAL MOTORS 


INVITES YOU TO 


NATIONAL EXHIBITS 
GENERAL MOTORS PRODUCTS 


From June 2nd to June 9th, inclusive, (except as indicated below) there will be a nation- 
wide showing of General Motors Products in 61 cities throughout the United States. 


At these shows there will be displays by Chevrolet, Pontiac, Oldsmabile, Buick, La Salle, 
Cadillac, with Body by Fisher, General Motors Truck, Frigidaire, and United Motors 
Service. At many of them Delco Heat, the General Motors heating unit for homes, 


will be shown. 
General Motors invites you to attend these shows. 


NATIONAL 
EXHIBITS 


In each of these sixty-one cities—including A Century of Progress 
at Chicago—there will be an exhibit of General Motors Products 
from June 2nd to June 9th, inclusive, except as indicated below. 


City Hall City Hall City Hall 
Albany, N. Y 10th Infantry Armory El Paso, Texas Liberty Hall Oklahoma City, Okla Coliseum 
Atlanta, Ga Reackteen Fargo, N. D... Athletic Auditorium, N. D. Agri. Oakland, Calif Exposition Building 
Ps eS 4s ace kaeakeean Steel Pier College Municipal Auditorium 
Baltimore, M Iceland, Carlin'’s Park Grand Rapids, Mich Civic Auditorium Philadelphia, Pa Convention Hall 
Birmingham, Ala Municipal Auditorium Harrisburg, Pa Zembo Temple , Municipal Auditorium 
Boston, Mass. (June 4-11) Boston Gardens Hartford, Conn State Armory . 

. Pittsburgh, Pa Motor Square Garden 

Exposition Hall Houston, Texas Sam Houston Hall Portland, O Portland Armor 
Brooklyn, N. Y 106th Infantry Armory Indianapolis, Ind Manufacturers’ Bldg., State p ‘ahs ‘ Ri 11-18)Rhod heP. y 
Buffalo, N. Y 106th Field Artillery Armory Fair dee Richs peg . (June11-18)Rho + ° patente 
Charleston, W. Va Armory focuonsile, Fla Duval County Armory ichmond, Va Acca Temple Mosque 
Charlotte, N. C Armory Auditorium ansas City, Mo Convention Hall Rochester, N. Y Exhibition Bldg. op. > 
Chicago, Ill....General Motors Bldg., A Century Los Angeles, Calif. .... Ambassador Auditorium ’ Edgerton Par 
of Progress Louisville, Ky. (June 9-16) Jefferson County San Antonio, Texas St. Anthony Hotel 
Cincinnati, Ohio Cincinnati Music Hall Armory San Francisco, Calif Palace of Fine Arts 
Cleveland, Ohio General Motors Exhibit Memphis, Tenn Ellis Auditorium Seattle, Wash Civic Auditorium 
13th and Euclid Ave. Miami, Fl Burdines Blvd. Bldg. Spokane, Wash National Guard Armory 
Columbus, Ohio Columbus Auditorium Milwaukee, Wisc Milwaukee Auditorium Salt Lake City, Utah Auditorium Garage 
Dallas, Texas Automobile Bldg., State Fair Minneapolis, Minn... ..Minneapolis Auditorium St. Louis, Mo Municipal Auditorium 
Grounds Nashville, Tenn Hippodrome Bldg. St. Paul, Minn St. Paul Auditorium Arena 
Davenport, lowa Coliseum Bldg. New Orleans, La. (June 9-16). ...... Municipal Syracuse, N. Y New York State Armory 
Dayton, Ohio Memorial Hall Auditorium Toledo Ohio, Civic Auditorium (Convention Hall) 
Denver, Colo Rainbow Ballroom New Haven, Conn Goffe St. Armory Tulsa, Okl Coliseum 
Des Moines, lowa Des Moines Coliseum DERMIS ET cccacnccece 113th Infantry Armory Washington, D. C Washington Auditorium 
Detroit, Mich Convention Hall New York, N. Y Grand Central Palace Wichita, Kans Rose Room, Forum Bldg. 





